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Duxbury Discourages 
Actions Aimed At 
Competitive Gains 


EUA Head Says Such May Have 
Immediate Advantages But Ul- 
timately Bad for the Business 


NEW ERA OF COMPETITION 


Sour! Fundamentals and Obliga- 
tions to Public, Agents and Stock- 
holders Must Not Be Forgotten 














President George H. Duxbury of the 
Eastern Underwriters Association told 
the members of that group this week 
that fire insurance companies must be 
careful to discourage actions now which, 
while they may appear to hold some 
competitive advantage, may become in- 
strumental in initiating practices which 
can easily result in subjecting the busi- 
ness to well deserved criticism and lay 
it open to attack from many directions. 
Addressing the mid-year meeting at 
Manchester, Vt., on June 21, Mr. Dux- 
bury, who is United States manager of 
the North British Group, said that in 
the returning period of competition 
among fire insurance companies lessons 
of the past should not be forgotten. 

While Mr. Duxbury made no direct 
mention of competitive practices he con- 
sidered inimical, it is presumed that he 
had in mind, among other things, in- 
creases in commissions by some compa- 
nies on certain lines and decreases in 
rates by other carriers. 

Capacity Problem Has Passed 

In the last year the problem of fur- 
nishing adequate capacity for fire insur- 
ance requirements has passed, Mr. Dux- 
bury said, and today companies are en- 
deavoring to maintain their premium in- 
come at the high level reached in 1948 
when $2,000,000,000 of premiums were 
written by stock fire carriers. 

“One would be well advised,” said 
Mr. Duxbury, “to sound a note of cau- 
tion in times like these. Some of -us re- 
member the lessons of the past wherein 
unfair competitive measures did not con- 
tribute to the advancement of our great 
industry and did not result in general 
public approbation despite the fact that 
the phrase ‘in the public interest’ was 
even then used and abused. 

“Our business should be reminded of 
some fundamental principles which re- 


(Continued on Page 24) 
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Rogues’ Qallett.e 
— 
Family Portrait? 


Who can tell when a friendly 
face shields a dishonest mind? 
Reports show that the average 
embezzler has worked for seven 
years as a “trusted employee.” 


Embezzlement and fraud arrests 
have increased 158% from 1945 
to 1948 — a worthwhile reason for reviewing your clients’ risks 
in terms of London & Lancashire’s Fidelity Coverages. 


Worthwhile Things Deserve The Best In Protection 


tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LTD. ® SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Department) ° LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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Personal Friend... 







George E. Kirk, Penn Mutual General Agent at Davenport: 





“The policyowner in this case was away at school when he 
bought life insurance. The lead told me that he had returned to 
his home town. I called on him for information and he indicated 
that he would like to buy a $20,000 Retirement Income policy. 
I told him I would make out a proposal and come back with it, 
which I did. He said “‘That’s fine, but I don’t know why I should 


buy it from you when Jim is a personal friend of mine.’ 










“T smiled and said ‘I don’t know any reason in the world, be- 
cause Jim is one of my best friends and he represents one of the 
best companies. But I'll tell you what to do. You get examined 
for me and then get examined for Jim and whichever policy you 
like the best you can buy.’ He agreed to that. 














“My theory was that he would not call Jim about it. He didn’t.” 












THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 







INDEPENDENCE SQUARE, PHILADELPHIA 


the generosity of the 


Baltimore Association of Life 
Underwriters 
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O’Mahoney Committee 
On Investment Probe 
Is Now Organized 


With O’Mahoney Chairman Will 
Have Taft and Herter, Wright 
Patman and Sen. Douglas 


LOOK FOR START BY AUG. 1 


Institutional Investors Focus of 
Attention; Status of McCarran- 
Celler Inquiry Move 





Washington—Senator Joseph C. O’Ma- 
honey (D., Wyo.), chairman of the 
Joint Committee on the Economic Re- 
port, announced this week that he 
would head the subcommittee which will 
investigate investment, one of four 
phases of the nation’s economy to be 
studied by the Joint Committee under 
a resolution recently passed by Con- 
The other three are unemploy- 
Government monetary and fiscal 
and the status of low-income 


gress. 
ment, 
policy, 
families. 

The investment probe, covering the 
supply of funds, capital forms, institu- 
tional channels, and instability of in- 
vestment, will seek to determine what 
the Government can do to promote in- 
vestment of private capital in business 
and industry, and how this best can be 
accomplished. 

The so-called “institutionalized-invest- 
ors’—particularly the life insurance 
companies, are expected to be subjected 
to a thorough and searching survey of 
their financial transactions in this field, 
with special emphasis on the degree to 
which they can influence the nation’s 
economic structure by the directions in 
which they channel the vast assets they 
have available for investment operations. 


Composition of Committees 


The investment subcommittee named 
by Senator O’Mahoney is composed of 
a Democratic majority of three men 
strongly opposed to the concentration of 
economic power in big business com- 
bines. In addition to Chairman O’Ma- 
honey, who has always been looked upon 
as a militant supporter of the anti-trust 
laws, and directed the TNEC probe in 
1939 which investigated insurance in- 
dustry operations, the subcommittee 
majority will consist of freshman liberal 
Senator Paul H. Douglas (Ill.) and Rep- 
resentative Wright Patman of Texas, 
chairman of the House Small Business 
Committee. 

The majority views are certain to be 
balanced to some degree, however, by 
the two leading Republicans placed on 


(Continued on Page 10) 
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FIRST AID 
for S & Ci : 
r oummer Emergencies i 
al 
Last year more than 1014 million people were in- N 
jured by accidents—an average of one every 3 seconds. p 
There were undoubtedly many million more minor Ww 
accidents which were never reported. 4 ” 
Many types of injuries occur most frequently in cl 
summer. Knowing First Aid, including what to do A cl 
until the doctor comes, may prevent complications ts 7 
and save someone’s life. To help you meet such emer- le 
gencies, cut out the chart below and place it in your , 
First Aid kit. In case of a serious accident, however, fy 
it is always wise to call a doctor at once. ce 
0) 
cl 
H 
Ci 
ni 
T 
INJURY FIRST AID TREATMENT INJURY FIRST AID TREATMENT 
ce 
Cuts, scratches, or Drowning or when Z 
any enol wounds Clean the wound with mild breathing stops Start artificial respiration li 
soap and water and apply anti- immediately. Keep victim warm. T 
septic. When dry, cover with Send for a doctor. st 
sterile dressing. . 
Sl 
p 
F 
Minor burns ti 
_To relieve pain, apply burn Keep injured joint raised and 
" ointment or petroleum jelly, and apply cold cloths or ice packs S 
oy Ea cover with sterile dressing. for several hours, ; P 
, a 
- S 
3 fc 
Sunburn 
Rest the affected muscle. 
Treat like any minor burn. If Apply mild heat if needed to . 
sunburn is severe, call a doctor. relieve pain. If pain persists, 9 
call a doctor. wo 
: 1 
A 
, : 
Ivy, Oak, and Wash with soap and water ; C 
Lay patient on his back in Sumac poisoning immediately after exposure. If é 
cool, shady place, apply ice bag redness and blisters appear, ap- k a 
or cold cloths to head. Do not ! 5 ply calamine lotion or use com- j M 
give stimulants. presses soaked in cold baking R 
soda or epsom salts. 7 
E 
| N 
COPYRIGHT LIFE INSURANCE COMPARY d 
: : + | , ate & 
oe ear eT ee ee : Tuts advertisement is one of a continuing 1 A 
‘ 4 * = ; p : i red by Met litan in the in- 
the more important First Aid tech- Metropolitan : Life : eeneat of cur cations health and willing, 1 to i | f 
ther F = “nid ns nig Segre me : appearing in two colors in magazines with a i | 
el . ° me S $ . : e me ‘” 
Metropolitan has prepared atooket = IM SUPGNCS 7 Company — 2a! ciuationinczowof34,000,000ndlad 
which describes methods of handling — ning Post, Ladies’ Home Journal, Good House- 1 st 
many injuries. To get a copy, write (4 MUTUAL COMPANY) keeping, Cosmopolitan, McCall’s, American 
ae ee ae free booklet en- - — Magazine, Woman’s Home Companion, Na- 
‘ai : efter a tional Geographic, Parents’, and Redbook. 
1 Madison Avenue, New York 10, N. Y. tl 
m 
TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP IT! fe 
i ir 
al 
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enn Mutual West Coast Conference 


Eric G. Johnson, General Chairman; Wallis Boileau, Jr., E. 
Paul Huttinger and Urban F. Quick Sessions Chairman 


The Penn Mutual Life’s West Coast 
sectional conference of the Quarter Mil- 
lion Dollar Club was held June 13, 14 
and 15 at The Ahwahnee in Yosemite 
National Park, California, with agents 
present from California, Colorado, Wash- 
ington, Oregon, New Mexico Arizona 
and Utah. 

Eric G. Johnson, vice president in 
charge of agency affairs, was general 
chairman of the meetings. Wallis Boil- 
eau, Jr., second vice president, presided 
at the first day’s session. The program 
led off with a welcoming address by Eric 
G. Johnson and the first theme took up 
the subject of “Today’s Underwriting 
from the Home Office Viewpoint,” Mal- 
colm Adam, vice president in charge of 
operations; Dr. Robert L. Weaver, asso- 
ciate medical director; and John M. 
Huebner, associate supervisor of appli- 
cations, speaking. Aaron: M. Royal, 
newly-appointed manager of training, 
spoke on “Established Underwriting 
Training.” 

E. Paul Huttinger, secretary of the 
company, presided on the second day. 
The theme of “Reaching the Top 
Through Struggle,” was handled by Wil- 
liam Wisdom, of the Fickas agency at 
Tucson, Ariz., describing life insurance 
selling in a small community, meaning 
the desert country. Daniel F. Flynn, 
Schnell agency, Los Angeles, covered the 
subject from the large community view- 
point. Bernard Jaffe, Curry agency, San 
Francisco, told of “Making Opportuni- 
ties Unlimited.” Willis H. Satterthwaite, 
Penn Mutual counsel, described the life 
insurance problems associated with the 
Social Security Amendment. William J. 
Probst, manager of sales promotion and 
advertising, told of the “Social Security 
Sales Opportunities.” This session was 
followed by an open formn. 


Ten Agents Give Tips 


On the third day, with Urban F. Quirk, 
assistant vice president presiding, there 
was a panel of ten West Coast agents 
giving a rapid-fire series of selling ideas, 
“Tips from the Tops.” These were ten 
men: Joseph F. O’Connor, Schnell (Los 
Angeles) agency at Van Nuys; Karl 
Bach and Jerome Breyer of San Fran- 
cisco and Arnold L. Panella of Daly 
City, all three of the Curry (San Fran- 
cisco) agency; Haralson F. Smith, How- 
ard (San Diego) agency; Gordon C. 
Maxson, Bivens (Albuquerque) agency; 
Ralph E. Myers, Schnell (Los Angeles) 
agency at Glendale; Hilburn M. Chester- 
man, Irwin (Oakland) agency; Paul G. 
Esenman, Smith (Sacramento) agency at 
Marysville; and Kelsey Slocum, Erbland 
(Portland, Ore.) agency. 

They were led by Forrest J. Curry, 
general agent, San Francisco. Frederick 
A. Schnell, CLU, general agent at Los 
Angeles, spoke on “Present Day Mar- 
kets.” 

The program ended with a discussion 
of the immediate future of life insurance 
selling by Eric G. Johnson. 


Esenman on Conversion 


Paul G. Esenman, Marysville, Cal., told 
the Yosemite conference that he has had 
most success in selling policies giving a 
man a maximum amount of protection 
for a minimum outlay of his monthly 
income. After he has sold the policy, and 
at the time of delivery, he tells insured 
that from time to time he will call with 
the express purpose in mind of having 
him convert this term into a permanent 
plan of insurance. 


“In doing this, after the ice has been 


broken it makes those approaches easier 
and he will not say, ‘Why did you sell 
me this term insurance to begin with, if 
you now advise me to change?’ Any- 
way, this idea has worked successfully 
with me. There are few policies I have 
written for term and which are a year 
or more old which have not been con- 


verted by me in part, or all, to a perma- 
nent plan of savings.” 
Writes Many Lawyers 

Kelsey Slocum of Portland, Ore., be- 
lieves that any analysis of a man’s pro- 
duction will reveal that he naturally 
gravitates toward a center of business 
from a group or class of people with 
whom he is friendly and with whom he 
can establish a feeling of confidence and 
trust. 

“In 1948 I wrote a number of attor- 





Henry J. Gilbertson (left) and Eric G. Johnson 





Provident Mutual Dallas Dinner 


Newman E. Long Appointed Dallas General Agent and 


Morris Brownlee Houston General Agent 





Left to right—O. Sam Cummings, William T. Vandergriff, DeLong Monahan, 
Morris Brownlee, Jim Cowles, Roy Hofman, Joe Long. 


Eighty-five business leaders of Dallas, 
Tex., including life insurance and finan- 
cial executives, welcomed the Provident 
Mutual Life to Texas at a luncheon on 
June 15 given in the Baker Hotel. Host 
of the luncheon was Fred P. Florence, 
president of the Republic National 
Bank, one of the largest financial insti- 
tutions in the Southwest. 

At the luncheon it was announced that 
general agents had been appointed in 
Dallas and Houston. The Dallas general 
agent is Newman E. Long and the 
Houston general agent is Morris Brown- 


ee. 
M. Albert Linton, president of the 


Provident Mutual Life was made an 
honorary citizen of Dallas by Mayor 
Wallace Savage who presented him with 
a parchment certificate of standing in 
the community. Mr. Linton was also 
given a ten gallon hat by D. A. Hulcy, 
president of Dallas Chamber of Com- 
merce and also of the Lone Star Gas 
Co. of Dallas. 

In the accompanying picture, reading 
left to right, are O. Sam Cummings, 
president, Institute of Insurance Mar- 
keting, Southern Methodist University; 
William T. Vandergriff, president, Van- 
dergriff Enterprises of Arlington, Tex.; 

(Continued on Page 10) 
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neys,’ he old the conference. “I had 
gone to Law School for a while with 
these men and it has made the law field 
a good one’ for me in prospecting. | 
know their thinking process, their moti- 
vations, their objectives and why they 
are susceptible to both logic and emo- 
tional appeal. Furthermore, they are in 
a position to buy insurance. 

“Having worked with estate settle- 
ments and trusts, they realize the value 
of an estate built by life insurance. They 
are constantly in contact with family and 
business problems of their clients with 
the result that they sell themselves on 
the needs and uses of life insurance. 

“Last year I sold five attorneys $57,000 
of personal insurance, but I sold three 
business executives a total of $168,000 as 
a result of referrals by their attorneys. 
All three business cases were closed on 
the first interview the first time I met 
the men. If you can establish sufficient 
prestige to get the attorney’s personal 
business, you can ride in on his prestige 
with his clients to some still better busi- 
ness. 

“This same result can be realized with 
other professional men—doctors and 
bankers. Perhaps the key to it is pres- 
tige. All of these men are constantly 
seeking to increase the confidence of 
their clients or customers or patients 
through every known means. Knowledge 
is undoubtedly the most important. 

“Make your policyholders dependent 
on you. Out of 20 cases in 1948 that 
averaged $21,000 apiece, seven were on 
old policyholders, seven were collateral 
or referred cases from clients, and six 
were new friends that I have made in 
the past few years. With the exception 
of one key man case and two cases in- 
volving Corporate Trust arrangements, 
all these policyholders now have a com- 
plete policy analysis of all their life in- 
surance on audit forms furnished by the 
Penn Mutual. Making such audits re- 
quires additional work each year, but it 
saves a lot of future selling and the loss 
of some good business to someone else 
who is willing to do the job.” 

Gilbertson Wins President’s Award 

The Fargo, N. D. agency, of the Penn 
Mutual Life of which Henry J. Gilbert- 
son is general agent, won the Presi- 
dent’s Award of the company for the 
year. The award is won by the whole 
agency for “rendering the most dis- 
tinguished performance in the preceding 
twelve months.” 

Vice President Eric G. Johnson trav- 
eled to Fargo to make the formal presen- 
tation of the plaque at a dinner given 
at the Fargo Country Club. All mem- 
bers of the agency and their wives, to- 
gether with special guests, attended the 
affair at which a total of fifty were 
present. 

Mr. Johnson quoted President John A. 
Stevenson as saying: 

“The award earned by this agency is 
important not merely because it is based 
on the recognition of the factors which 
contribute most to company progress. 
It is significant because it is based on 
the excellence of the whole agency pic- 
ture. A non-agency committee of selec- 
tion took into consideration the stand- 
ards reached on a good many counts 
such as getting new members into the 
agency and into production, the prog- 
ress of the second-year men, and honors 
won in company clubs.” 

A number of prominent citizens of 
North Dakota attended, bankers, pub- 
lishers and business and professional 
men. 

On the same day all members of the 
agency were guests at a luncheon of the 
Fargo Kiwanis Club and Eric G. Johnson 
was the guest speaker at the luncheon 
as well as the dinner. R. A. Trubey, 
manager of the Guardian Life, was an- 
other speaker. 
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Connecticut General 
Opens Printing Plant 


IS LAST WORD IN EQUIPMENT 
New Building on Three Acre Site in 
Wethersfield Four Miles From 
Home Office 





One of the modern plants in 


the country, geared to high speed print- 
ing production and related work was 
formally opened June 14, when Con- 
necticut General Life held an inspection 
of its new Wethersfield, Conn, Building. 

Over 1,200 persons, including home of- 
fice personnel and ‘their families and 
Hartford area businessmen toured the 
plant during the afternoon and evening. 
The three divisions located in the new 
building, printing, supply and addresso- 
graph, were in operation throughout the 
inspection with members of these de- 
partments serving as guides to explain 
to the visitors the operations of the 
various machines and the work done. 

The new building is located on a three 
acre site in Wethersfield, Connecticut 
approximately four miles from the home 
office. A steel frame brick structure, all 
on one floor level, it contains 32,000 
square feet of floor space and measures 
142 x 212 feet with a wing measuring 
132 x 21 feet. 

The roof is insulated with cork. In- 
terior walls are tile. Predominant in- 
terior colors are gray and gray green 
and fluorescent lighting is used through- 
out, The floor is covered with wood 
blocks to cut down standing and walking 
fatigue and to absorb vibration of plant 
machinery, The wing contains an en- 
trance lobby, offices and a_ lounge 
which includes kitchen facilities. A load- 
ing platform is located in the rear of the 
building, and ample parking space is 
provided. 


most 





EQUITABLE AGENTS ORGANIZE 


New Yorkers Elect Temporary Officers 
at Meeting Held in Governor 
Clinton Hotel 


At a meeting of a number of agents 
of the Equitable Life Assurance Society 
in Greater New York, held last week 
in the Hotel Governor Clinton, an or- 
ganization was formed, called The 
Agents Association of Equitable Life 
Assurance Society. Temporary officers 
were elected as follows: Maury Leven- 
thal, president; David Perlberg, treas- 
urer; Bess E. Galerstein, secretary; 
Hamilton E. Childs, chairman of mem- 
bership committee. 


Speakers said that several prominent 
companies had agents associations and 
they thought there should be one in 
their company. Representatives of the 
meeting were appointed to see agents 
in agencies of the Society not present 
at the Governor Clinton meeting and 
ask them to join. 





SEYMOUR SALS’ LIFE COURSE 





Brooklyn Academy Class Has Max J. 
Hancel, Continental American Gen- 


eral Agent, as Guest Speaker 


The life insurance course at Brooklyn 
Academy, Montague and Henry Streets, 
is conducted by Seymour Sals, CLU, 
associate general agent of the Max J. 
Hancel agency of Continental American 
Life, 60 John Street, New York. This 
course prepares for the state insurance 
examinations as part of the general 
brokers and agents course for qualifica- 
tion for state licenses. 

At a recent session of Mr. Sals’ life 
insurance class Max J. Hancel was 
guest speaker giving an inspirational 
talk on the human values in life insur- 
ance selling, showing that in addition to 
technical knowledge there was an emo- 
tional appeal in successful selling that 
the student could not afford to ignore. 
Mr. Hancel’s talk was received with 
enthusiasm. 


BLUST JOINS MACCABEES 





Appointed a Brokerage Supervisor in 
New York Office Headed by George 
Shelley 


George Shelley, manager, New York 
office of the Maccabees, announces the 


appointment of Jack J. Blust as a 
brokerage super- 
visor in his agency 
which is leading 
the company. 

Mr. Blust, a_vet- 
eran life producer 
with 20 years of 
experience, started 
his career as man- 
ager of the life de- 
partment of Mc- 
Lean & McLean, 
Inc. New York 
After ten years in 
this position, Mr. 
Blust joined the 
Cunningham igen- 
cy of the Mutual 
Life as _ assistant 
manager. There- 
after he served as a general agent of 
the Continental American Life, and 
then gained some A. & H. experience 
with the Massachusetts Bonding in New 
York as manager of that department. 
Before joining the Maccabees he was a 
brokerage supervisor in the H. Malcolm 
Teare agency of Continental Assurance 
in New York. 

Mr. Blust’s academic background in- 
cludes attendance at Poly Prep., Wes- 
leyan University and University of 
Pennsylvania from which he received a 
B.S. degree. In 1938 he was a Repub- 
lican candidate for Congress from the 
7th Congressional district. 





Jack J. Blust 





R. R. NOLL HAS OWN AGENCY 
Rolf R. Noll, Reserve Loan Life, 
Dallas, Tex., has opened a_ general 
agency with the company at Kansas 
City, Mo. 


MUTUAL INSURANCE CO. 


Lancaster, Pa 


N. Y. LIFE MANAGERS 





W. A. Sims Appointed at Sacramento; 
Austin Redding at Pueblo; Donald 
W. Smith Retires 


The appointment of Austin Redding 
and William A. Sims as managers of 


the Pueblo and Sacramento branch 
offices, respectively, of the New York 
Life have been announced by Vice 
President Dudley Dowell. 

Mr. Sims, formerly manager of the 
New York Life’s Pueblo Branch office 
and new manager at Sacramento, at- 
tended the University of Utah for three 
years. He became an agent in the Inter- 
mountain Branch Office in Salt Lake 
City in 1939; was made assistant man- 
ager there in 1942, and manager at 
Pueblo January 4, 1946. 

Mr. Redding attended the University 
of Kentucky, later transferring to the 
University of Southern California from 
which he was graduated in 1938 with a 
B.S. degree in business administration. 
He became an agent in the Montana 
branch office in August, 1938. On .De- 
cember 8, 1941 he enlisted in the Army 
Air Corps from which he was released 
as a captain in October, 1945. On May 
1, 1946 he was appointed assistant man- 
ager of the Montana branch office, and 
on January 1, 1948 he became training 
supervisor for the Southeastern division. 
He was appointed assistant manager of 
the Kentucky branch office in October, 
1948. 

Donald W. Smith, formerly manager 
of the Sacramento branch office, has 
been transferred to the home office. 
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ChY McMillen 


Heed adverse criticism but don't 
let it worry you too much. You may 


be wiser than your critics think. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 


24 of a series—323 appeared last week 























LIFE DEP’T. 
MANAGER NEEDED 


Long established general in- 
surance underwriters in Times 
Square section, New York, are 
starting a life insurance depart- 
ment to solicit business from 
brokers. This is an unusual op- 
portunity for an alert, progres- 
sive and successful producer to 
afhliate with a busy office, and 
on AN ATTRACTIVE PAR- 
TICIPATING BASIS. 

If interested, address Box 
1884, The Eastern Underwriter, 
41 Maiden Lane, New York 7, 
Now’. 




















Gets Top Award of Company 


GEORGE L. MALTBY 


At the President Club convention of 


Equitable Life of Iowa at Mackinac 
Island, Mich, this week, George L. 
Maltby, representative of the company 
at Kansas City, Kan., was announced 
as the 1949 member of the “Hall of 
Honor,” highest company honor for pre- 
eminence in production, conservation, 
average size policy and other major 
factors. Associated with the company 
since 1924, he has consistently been a 
member of its leading production clubs, 
is active in civic affairs and has been 
a speaker before state and national sales 
congresses. 

Also honored at the Equitable of Iowa 
convention was L. J. Beaucage, of the 
Portland, Ore., agency for completing 
1,200 weeks membership in the One-A- 
Week Club. 


Policyholders’ Months 


June and July have again been desig- 
nated as Policyholders’ Service Months 
for New England Mutual Life. This is 
the 38th consecutive year in which such 
a program will be carried out on a 
nationwide basis by the company’s entire 
field force. 

Theme of the campaign this year is 
“The Trail to Security” and the ma- 
terial which will be placed before policy- 
holders will feature the covered wagon 
of California’s celebration. Policyholders 
will be presented with a statement show- 
ing the present and future values of 
their New England Mutual contracts, 
with pertinent figures on retirement and 
guaranteed monthly life income. 

A number of searching questions will 
be asked to determine how the policy- 
holder’s need may have changed so that 
his entire insurance program can be 
coordinated. 
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Vice President T. W. Cole 
Of Travelers Retiring 


PROMINENT AGENCY EXECUTIVE 





Once Was Manager of a Travelers 
Agency Here; Early Experience 
in Mid-West 





After 33 years in the insurance busi- 
ness and 25 years of sales supervisory 
work with the Travelers, Vice President 
Thomas W. Cole, in charge of the life, 
accident and Group agency department 
of the company, is retiring. Upon advice 
of his physicians he has requested the 
company to relieve him of his duties. 


John Haley 
THOMAS W. COLE 


During the past year he has substan- 
tially recovered his health and intends 
to safeguard it by giving more attention 


to relaxation and leisurely travel. With 
Mrs. Cole he contemplates visiting 
abroad. 


A native of Kentucky and growing up 
in Iowa he became an insurance agent 
and in 1924 joined the Travelers in its 
Des Moines office as field assistant, su- 
pervising agents and appointing new 
representatives. Promoted to assistant 
manager at Des Moines in 1926 and 
made Sioux City manager the following 
year, he moved to New York City in 
1929 as manager of one of the Travelers 
branches here. In 1936 he went to home 
office as assistant superintendent of 
agencies. He became superintendent of 
agencies in 1945 and in July, 1946, was 
elected a vice president. 

Mr. Cole has been active in life under- 
writers associations in various cities 
and in life managers associations and 
also in Agency Management Associa- 
tion and in American Life Convention. 
In New York he was president of the 
Lions Club and one of the committee 
which conducted in 1933 the Mile of 
Dimes campaign. Also, he was in Boy 
Scouts movement and was a member of 
New York City Citizens Playground 
Committee. During the war he was 
USO director in Hartford. 





Celler Criticizes Loans 


By Companies to Business 


Washington, June 20—Representative 
Emanuel Celler issued a blast today 
against life insurance companies mak- 
ing commercial loans. He said: “A group 
of life insurance companies gobbled up 
certain issues of commercial companies 
to the extent of $23,350,000.” He went 
on to ask why the banks didn’t com- 
plain adding: “Maybe interlocking di- 
rectorships of many banks and _insur- 
ance companies is the reason. It is high 
time that these loans be scrutinized so 
that the public may know about them.” 








Mrs. Bloomshield Chairman 


Special Libraries Group 


Mrs. Angelica Van R. Bloomshield, 
librarian of the New York Life was 
elected chairman of the Insurance Group 
of Special Libraries Association at the 
annual meeting in Los Angeles, June 13. 
Other officers elected were: Vernie 
Wolfsberg, librarian, St. Paul Fire & 
Marine, vice-chairman; C, Helen Henry, 
librarian, National Fire Protection Assn., 
secretary; and Hazel K. Levins, librar- 
ian, Mutual Benefit Life, editor. 

Mrs. Bloomshield, who succeeds Miss 
Elizabeth Ferguson, librarian of the In- 
stitute of Life Insurance, has made an 
important contribution to insurance li- 
brarianship during the past year by edit- 
ing the third revised edition of the 
handbook, “The Creation and Develop- 
ment of an Insurance Library,” which 
will be available through the Special 
Libraries Association this summer. 





H. W. Manning Optimism 
About General Business 


More than 100 representatives of the 
Great-West Life from Western Canada 
and the United States attended a four- 
day sales conference at Minaki Lodge, 
Minaki, Ont. June 14-17. Principal 
speakers at the meeting were H. 
Manning, vice president and managing 
director; A. Gordon Nairn, executive 
vice president, Life Underwriters Asso- 
ciation of Canada; Don Henshaw, Mac- 
Laren Advertising Co., Ltd. Toronto; 
and J. E. Morrison, underwriting execu- 
tive of Great-West Life. D. E. Kilgour, 
assistant general manager and superin- 
tendent of agencies was chairman. 

Mr. Manning reviewed the company’s 
growth, saying that with $102,000,000 
new business in the first five months 
of 1949 a record for the company 
was established. Total business in force 
now aggregates $1,435,000,000 and as- 
sets total $345,000,000. Commenting on 
the general business situation, Mr. Man- 
ning expressed confidence. “There are 
no signs apparent of a major catastrophe 
ahead and many indications that the 
underlying situation is basically sound 
and remarkably healthy,” he said. “The 
record volume of savings and the high 
level of current income provide strong 
supports for the economy.” 

Mr. Morrison discussing “Partnership 
in Underwriting,” said that policies were 
issued for 98% of all completed applica- 


tions received. Mr. Henshaw’s topic 
was, “Merchandising Your Product” in 
which he compared insurance selling 


techniques with those for other prod- 
ucts, recommending more vigorous use 
of selling aids. 

A panel discussion on prospecting and 
selling techniques was another highlight 
of the meetings. The meetings were 
concluded by D. E. Kilgour with a re- 
sume of the diversified business sessions. 


Mrs. McEachern Dead; Wife 
Of Life of Georgia Chairman 


Mrs. J. Newton McEachern, wife of 
the chairman of the board of Life In- 
surance Co. of Georgia, died June 11 at 


her home, Gladston, near Powder 
Springs, Ga. Final services were held 
at the McEachern Memorial Church 


June 13, and burial was in the Mc- 
Eachern family cemetery. 

Mrs. McEachern had been ill for sev- 
eral months. Her death followed closely 
the April 24 death of her mother-in- 
law, Mrs. J. N. McEachern, Sr., who 
had served as chairman of the board of 
Life of Georgia for more than a score 
of years. The younger Mrs. McEachern 
was formerly Miss Gladys Mewborn of 
College Park, Ga., and Atlanta. She was 
a native of Lawrenceville, Ga. Before 
her illness, Mrs. McEachern had de- 
voted much of her time to the restora- 
tion of the McEachern ancestral home 
near Powder Springs, where she and 
Mr. McEachern had made their home 
for the last three years. 





MRS. GRANT L. HILL DIES 


Active in Red Cross Work in Milwaukee 
During World War II; 
Native of Belgium 


Mrs. Grant L. Hill, wife of vice presi- 
dent and director of agencies, North- 
western Mutual Life, died in Columbia 
Hospital, Milwaukee, last week after a 
short illness. Born in Antwerp, Belgium, 
she was married to Mr. Hill in Eng- 
land in 1920. She was active in Red 
Cross work during World War II and 
was a member of the Woman’s Club of 
Milwaukee. Besides her husband she is 
survived by a son, Grant B. of Balti- 
more; a sister, Mrs. Alice Roberts of 
London and a brother,- Rene Thieren, 
Paris. 








UOPWA-Hancock Contract 


About District Agents 


On June 16 the United Office & Pro- 
fessional Workers of America, CIO, en- 
tered a two-year contract with the John 
Hancock to provide $5 weekly increases 
for district agents in a compensation 
plan under which retirement can run 
from age 60, and a plan of disability 
insurance for men with 25 years’ service 
has been adopted. The agreement has 
been unanimously recommended for 
membership ratification by the agents’ 
negotiating committee. 

On July 8 a run-off election will be 
held between UOPWA and the AFL- 
NFIA covering 14,500 agents of The 
Prudential whom UOPWA has repre- 
sented since 1942. Statewide elections 
covering 11,000 agents of the Metro- 
politan, represented by UOPWA, is 
scheduled for July 15. 





1600 Arch Street 





ACTUARY 


The Insurance Company of North America 
invites written applications for the position 
of Actuary. Address — 


John A. Diemand, President 


Philadelphia |, Pa. 








Developments in 1949 
Under Commerce Status 


MANY STATE ENACTMENTS 





Now 5 Years Since Supreme Court In- 
surance Is Commerce Decision; 
Bar Committee Report 





It is now five years since the U. S. 
Supreme Court, in the South-Eastern 
Underwriters case, held insurance to be 
commerce. A summary of the current 
year’s developments resulting from that 
decision has been made by the special 
committee of American Bar Associa- 
tion’s section of insurance law. Chair- 
man of the committee is John V. Bloys, 
assistant general counsel, Life Insurance 
Association of America. 

Briefly, the developments during this 
fifth year of the commerce status of 
insurance are these: Enactment by 
additional state legislatures of various 
parts of the Commissioners—AlIl-Indus- 
try model legislation; argument before a 
U. S. District Court of an action chal- 
lenging the validity of the All-Industry 
rate regulatory law and also of the Mc- 
Carran Act—Public Law 15; and pub- 
lication by the Federal Trade Commis- 
sion of proposed trade practice rules for 
the mail order insurance industry. 

A considerable volume of legislation, 
much of it designed to strengthen state 
regulatory laws, was enacted during 1949 
sessions. By the end of the legislative 
session it is estimated that more than 
500 measures dealing with insurance will 
be added to the statutes of the 44 states 
having regular legislative sessions this 
year. Measures having most direct bear- 
ing on this matter are those based on 
legislative program recommended by 
National Association of Insurance Com- 
missioners and the All-Industry commit- 
tees. 

Rate Regulatory Laws 


The new laws are summarized below. 
The committee also gives cumulative 
lists of the citations of all such laws, 
with a description of each type, ap- 
pended. 

The enactment of new casualty and 
surety rate regulatory laws in Okla- 
homa (patterned after the District of 
Columbia casualty and surety rate regu- 
latory law) and in West Virginia (sub- 
stantially following the Commissioners- 
All-Industry model) leaves Idaho as only 
state without a casualty and surety rate 
regulatory law. All states, and Aalska, 
Hawaii and D. of C., now have fire and 
marine rate regulatory laws. Several 
states this year amended the statutes of 
this nature which were enacted pre- 
viously. 


Unfair Trade Practices Laws 


Unfair trade practices laws based upon 
the Commissioners—All-Industry model 
bill were enacted in six states in 1949 
(Arkansas, Colorado, Maine, Michigan 
(superseded 1947 law), Nevada and 
North Carolina), making a total of 24 
to have such statutes in force. Such 
laws were still pending in California, 
Georgia and Ohio as of June 16. 


Unauthorized Insurers’ Service of 
Process Acts 


Last fall the All-Industry Committee 
studied problems involved in activities of 
unauthorized insurers with particular re- 
gard to ability of claimants to bring 
court actions. The committee drafted 
model legislation which was studied by 
the NAIC, and, as a result, a model 
bill known as the Unauthorized Insur- 
ers Process Act was recommended by 
the Commissioners for the considera- 
tion of state legislatures this year. Laws 
based on this proposal have been en- 
acted by California, Iowa, Kansas, 
Maine, Maryland, Michigan, Nebraska, 
New Hampshire, New York, Pennsyl- 
vania. 

Such legislation is still pending in 


(Continued on Page 33) 
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Krueger & Davidson 
Has 5th Anniversary 


AGENCY MEETING HELD HERE 



































































































John P. McDonald, Dr. Tegtmeyer, 
Home Office, and David Stock, 
N. Y. Lawyer, Talk to Agents 





The Krueger-Davidson agency -of 
Northwestern Mutual Life, 386 Fourth 
Avenue, New York, is five years old 
and in observation of the anniversary 
a meeting of the agency was held Fri- 
day afternoon last at Roosevelt Hotel 
followed by a dinner. In this agency 
are four million-dollar writers. They 
are David B. Fluegelman, former presi- 
dent of both the New York state and 
city life underwriters associations; Har- 
old L. Barnett, Stanley A. Borchardt 
and Albert Phillipson. Also, four men 
in the agency in their second year as 
life insurance men have each paid for 
$400,000 or more. 

From the home office in Milwaukee 
came John P. McDonald, agency secre- 
tary; Dr. Gamber. Tegtmeyer, associate 
medical director, and A. C. Sauer, regis- 
trar. Both Mr. McDonald and Dr. Tegt- 
meyer addressed the meeting as did 
David Stock, a New York lawyer in the 
Wall Street sector, who is a consultant 
of insurance agencies on matters of 
taxation and estates, and who formerly 
was 2 Federal official in Washington. 
He has addressed numerous insurance 
groups. Mr. Krueger was chairman of 
the meeting. 


Analyze Markets, Says McDonald 


Mr. McDonaid analyzed sources of 

business, advising agents constantly to 
review this subject and making their 
own market analyses of available pros- 
pect opportunities in order that they 
do not fall into a rut of concentrating 
on a field which is hit by a recession 
of business (thus developing unemploy- 
ment), or is being by-passed by other 
industries or professions. This can be 
done by closely observing the ever- 
shifting economic picture. The descent 
of hundreds of thousands of students 
on existing colleges has resulted in a 
number of new colleges and universities 
being started and in consequence eco- 
nomic position of professors has been 
improving because their services are so 
much in demand. Many agents sell no 
insurance to professors. This was merely 
one instance of neglected sales oppor- 
tunity. 
Dr. Tegtmeyer, in discussing charac- 
teristics of applicants for insurance, 
stressed the importance of the average 
risk and emphasized also the importance 
of the agent in writing business which 
is average or better. He stressed the 
significance of cardio-vascular diseases 
among the executive group and told of 
the difference between insurance and 
clinical medicine. He explained interpre- 
tation of X-ray studies. 


Mr. Stock’s Talk 


Mr. Stock had as his topic how the 
marital deduction provisions in the 
Revenue Act of 1948 afford a method 
of stimulating the estates tax treatment 
of estates held in community, those 
provisions being the only basic change 
in the estate tax law since its enact- 
ment in 1916. Discussing use of. life 
insurance to provide certain income for 
wife and free business for son he said 
in part: 

“There is probably no more prevalent 
type of case than that in which the 
bulk of the husband’s estate consists of 
a business (or an interest in a business) 
in which he has invested most of his 
accumulated earnings. In many, if not 
most of such cases, the husband has 
barely been able to afford sufficient life 
insurance, which itself is subject to 
estate tax, to provide funds to meet 
the death charges reflected in his busi- 
ness values and, perhaps, a relatively 


small amount of free insurance for his 
wife. Apart from the small insurance 
payments, the wife will be dependent 
upon the uncertain income from the 
business. He expects his son to operate 
the business, primarily for the benefit 
of his wife. 

“Probably no other category of cases 
presents such an unsatisfactory estate 
outlook as this one, involving as_ it 
does, the uncertain development of the 
managerial capabilities of the son, such 
division, or perhaps conflict, of interest, 
incentive and control, and _ the subjec- 
tion of the widow to the vicissitudes of 
the business under such circumstances. 
The son should own the business and 
operate it at his own risk which he is 
better able to assume than his mother. 
But the husband has had no_ other 
means of providing for his wife. Now, 
however, the new tax provision may 
have given him an extraordinary op- 
portunity to remedy this situation.” 





Aetna’s New Fresno Agency 
M. H. Van Horssen Mer. 


Aetna Life has set up a new general 
agency at Fresno, Calif., with M. H. 
Van Horssen as general agent. Mr. Van 
Horssen has been assistant general 
agent at Des Moines having joined the 
company in 1941 as a representative at 
Fort Dodge. Prior to entering life in- 
surance he was in the hotel business. 

The territory to be covered by the 


new general agency will include the 
counties of Fresno, Kings, Madera, 
Merced, Stanislaus and Tulare, which 


are now under the jurisdiction of the 
general agency at San Francisco and 
Kern County, now covered by the Los 
Angeles general agency. 


OPENS FLA. OFFICE 
The Pennsylvania Life, Health & Ac- 
cident Insurance Co. has opened a dis- 
trict office in Jacksonville, Fla., with 
John Gary as district manager. 











Insurance Men Hosts at 


Lunch to Lowell Baker 


LOWELL BAKER 


Lowell Baker, Wheeler H. King 
agency, New England Mutual Life, 
New York, was honored at a luncheon 
given in Drug & Chemical Club last 
week by a number of general, associate 
and assistant general agents of Greater 
New York with whom he has had rela- 
tions at different stages of his long 
career. Possessing one of the city’s 
largest acquaintances with brokers, he 
has been a guide and adviser to many 
of them as well as to agents. 

Mr. Baker began his insurance career 








es situa 
ie globe. 
_In Canada: 
In the Bi 
. Aires, 





fee ok ee ie GG. gt | a 











Be Re ne ee 


JAMES F. MacGRATH, Te 
General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 
In The City of New York 
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We have a new booklet detail- 
ing the provisions of New York's 
new Disability Benefits Law. 


This booklet is available on 
request. Also available is our 
personal aid in planning for effi- 


cient presentations. 


July 1, 1950 is nearer than you 
think! 





84 WILLIAM STREET 
fae Goss en oe 


Telephone: HA 2-7865 





26 years ago in Boston with Employers 
Liability on whose baseball team he 
played. New England Mutual Life, 
which also had a ball team, ‘offered him 
a position in home office clerical staff, 
and he remained there until 1908 when 
he came to New York as a cashier 
of New England Mutual’s downtown 
agency. He returned to Boston as an 
agency assistant, New England Mutual, 
remaining for a decade when he moved 
back to New York and since then has 
been a prominent figure in several gen- 
eral agencies. Opinion of his luncheon 
hosts, as expressed in Drug, & Chemical 
Club talks, was that he -has been an 
unusually helpful influence in New York 
City production field, especially in 
joint sales: work. 





Brooklyn Ass’n Officers 


James P. Morrison, Travelers, was 
elected president of the Brooklyn Branch 
of the Life Underwriters Association of 
the City of New York at the final meet- 
ing of the vear 1948-49 yesterday at 
the Hotel Bossert, Brooklyn. Other of- 
ficers elected are Bernard M. Eiber, 
CLU, Mutual Trust Life, administrative 
vice president; Irving S. Bober, CLU. 
The Prudential, educational vice presi- 
dent; Henry Marshall, Provident Mu- 
tual, public relations vice president; 
Morris Besso, Metropolitan, treasurer; 
Murray Malament, Mutual Trust Life, 
secretary. 

Directors to serve until 1950 are M. 
Medler, M. Weinberg, V. J. Boventre, 
E. M. Belkin, L. E. Duberstein, S. Selig, 
G. Simmons, W. Lurie. Directors to 
serve until 1951 are E. Rosenbaum, Her- 
man Reinis, J. Karp. C. Thompson, R. 
Conway, E. Sweedler, J. Lemonowski, 
H. Berkowitz. Directors to serve until 
1952 are Jack Warshauer, C. Haas, C. 
Salisbury, I. Seid, S. Lubroth, M. Singer, 
H. Hamburger, J. M. T. Billson. 

Mr. Morrison, a graduate of Colum- 
bia University and a Travelers agent 
since 1936, succeeds Jack Warshauer to 
the presidency of the Brooklyn Branch. 


HARTFORD CLU’S ELECT 

At the recent annual meeting of the 
Hartford CLU Chapter Robert E. Wil- 
kins, manager, The Prudential. was 
elected president. Other officers elected 
are Paul A. H. deMarcarte, Aetna Life, 
vice president; Frank C. Eves, Jr., Con- 
necticut General, secretary-treasurer. 
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AN EQUITABLE BRIEFCASE 


One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 


IMPOSSIBLE BUT TRUE! Coins that will not be minted 
till 1989... bills that will not be issued till 1969. 
That’s the currency that will be used to pay the 
beneficiaries of the life insurance policies Paul Jack- 
son writes today. 

Here’s a young man now in his early twenties— 
who'll eventually retire on those 1989 dollars in 
Paul’s briefcase. 

Here’s a little boy of three—who’ll go to Notre 
Dame or Northwestern on that 1969 money in Paul 
Jackson’s briefcase. 

Yes, wherever you turn in this Equitable Society 





usten to “THIS IS YOUR FBI” 


... Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


‘EVERY FRIDAY NIGHT +* ABC Network 











iy, ‘Y Pe < 
w* 
Y . 5 




















Coins Dated 1989...in this Briefcase? Impossible! 


representative’s midwest community, you’ll find 
men and women who owe present happiness and 
future security to him and his- briefcase. Men of his 
stamp have a right to the highest title that can be 
awarded in a democracy. He’s Paul Jackson, Good 
Citizen...a man who does much more than his share 
to make his home town a better place to live in. 
That’s why Paul wouldn’t trade jobs with anyone 
else in the country. As a member of an honored pro- 
fession...as a representative of an institution like 
the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 
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G. Fay Davies Dies; 
Prominent Canadian 


ENTERED INSURANCE AS AGENT 


Vice President of National Life of 
Toronto, He Was Widely Known 
in U. S. and Dominion 





G. Fay Davies, who had been general 
manager of National Life of Canada 
since 1938 until illness forced him to 
give up that post in February this year 
when he became vice president and 
member of the executive committee, died 
at his home in Toronto June 13 at the 
age of 53. The funeral at St. James 
Cathedral, Toronto, June 15, was at- 





G. FAY DAVIES 


tended by a distinguished gathering rep- 
resenting Mr. Davies’ many interests 
and activities. 

Educated at University of Manitoba in 
engineering Mr. Davies went overseas 
with the Canadian Artillery in World 
War I later transferring to the RFC 
with the rank of major. Returning from 
the war he entered life insurance as a 
salesman with London Life in Alberta, 
later being called to the home office for 
special duties. He left to join the Life 
Insurance Research Bureau in Hartford 
when he worked with the agency de- 
partment of Canadian and United States 
companies. 

He was made assistant general man- 
ager and secretary-of Northern Life of 
Canada and in 1937 he joined the Na- 
tional Life as superintendent of agencies, 
becoming general manager in 1938. At 
the outbreak of World War II he was 
appointed O. C. of the Artillery Wing 
of the University Toronto COTC. He 
was the first chairman of the Toronto 
Reconstruction Council ‘was president of 
the Life Institute of Canada in 1947-48 
and was a member and officer of many 
organizations. 





Manhattan Life Conducts 
Programming Study Course 


A programming study course con- 
ducted under the supervision of Her- 
mine R. Kuhn, first field assistant, the 
Manhattan Life, at the company’s home 
office, with the final meeting on June 15, 
brought together general agents, super- 
visors aud agents from the Metropoli- 
tan New York area in a series of six 
two-hour sessions. Outstanding produc- 
ers of other companies acted as moder- 
ators at three of the class sessions. 

At the first meeting Henry Silver, 
CLU, Mutual Benefit Life, served as 
moderator, leading a discussion of pre- 
approach. Osborne Bethea, general 
agent,Penn Mutual, acted as moderator, 
with fact finding and objectives under 
discussion. With preparation and pres- 
entation as subjects, Harold A. Loewen- 
heim, CLU, Home Life of New York, 
served as moderator. 





GEORGE OLMSTED, JR. 


Election of H. Frederick Hagemann, 
Jr., president of Rockland-Atlas Nation- 
al Bank, Boston, and George Olmsted, 
Jr., president of S. D. Warren Co. as 
directors of New England Mutual Life, 
has been announced by President 
George Willard Smith. The two vacan- 
cies on the board were caused by the 
deaths in recent months of Robert D. 
Brewer, chairman of the board of Mer- 
chants National Bank, and Wm. Arthur 
Dupee, treasurer of Provident Institu- 
tions for Savings. 











H. FREDERICK HAGEMANN, JR. 


Mr. Hagemann was born in St. Louis, 
graduated from Washington University 
in 1926, and was vice president of the 
Boatmen’s National Bank in St. Louis 
before coming to Boston to his present 
post in 1946. He is president of the 
board of trustees of the Boston Lying- 
in Hospital, a trustee of Provident In- 
stitution for Savings and a director of 
Massachusetts Bonding. He is chair- 
man of American Bankers Association 
committee on Treasury Savings Bonds 
and is also a member of the committee 
on government borrowing. 

Mr. Olmsted was born in- Evanston, 


Today’s RESULTS are Yesterday’s FUTURE! 


Tomortow’s RESULTS will be today’s FUTURE! 


Your RESULTS — are they deriving from 


reasonable planning? 


WE BELIEVE in competent men, effectively trained, knowl- 
edgeable, skillful, persuasive, wise; 


in an adequate goal for each man, accessible 
to him by his persistent planned effort; 


in planning—for Best Results! 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


e 
THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 





Lincoln National’s Sales 
Congress at Hot Springs 


Hot Springs, Va.—Lincoln National 
Life held its second 1949 regional sales 
congress here at the Homestead, Mon- 
day through Wednesday, with 175 field 
leaders and home office executives. Vice 
president and Manager of Agencies 
Cecil F. Cross presided over sessions and 
presented the leaders to the gathering. 
Among home office executives here 
were: A. J. McAndless, president; C. 
F. Cross, vice president and manager of 
agencies; W. O. Menge, vice president; 
J. D. Frank, second vice president and 
associate general counsel; W. T. Plogs- 
terth, director of field service; A. H. 
Hammond, superintendent of agencies; 
W. C. Brudi, superintendent of agen- 
cies; C. J. Cover, assistant general coun- 
sel; Dr. L. A. Warren, director of Lin- 
coln National Foundation; Dr. H. C. 
McAlister, medical director; Dr. W. H. 
Scoins, medical director; D. B. Semans, 
assistant vice president; A. C. Rogers, 
manager Group department; C. R. Ash- 
man, actuary Group department; J. P. 
White, advertising manager; and D. 
F. Vordermark, divisional supervisor 
agency department. 

Among the speakers on the program 
were: Dr. H. C. McAlister, C. J. Cover, 
Dr. Louis A. Warren, W. T. Plogsterth, 
John D. Marsh, general agent, Wash- 
ington, D. C. ; T. Roy Flouroy, agent at 
San Antonio; Cornelius G. Scheid, 
Cleveland representative of New York 
Life as guest speaker. 





Ill., graduated from William College in 
1924, and has spent his entire business 
life with the S. D. Warren Co., well 
known \New England paper manufac- 
turers. Having been occupied in his 
earlier years chiefly with the sales end 
of the business, he was made vice presi- 
dent in charge of sales in 1934 and was 
elected president ten years later. A 
member of the corporation of North- 
eastern University, he is a director of 
the Boston Safe Deposit and Trust Co., 
the Walworth Manufacturing Co., and 
the West Point Manufacturing Co. He 
is currently vice president of the Ameri- 
can Paper and Pulp Association. 





Myron E. Dean Joins Agency 
Management as Consultant 


Myron E. Dean, CLU, who until re- 
cently was agency manager in Little 
Rock, Ark., for American United Life, 
has joined the Agency Management 
Association as a senior consultant in 
the company relations division. Mr. 
Dean’s responsibilities will include teach- 
ing at the schools in agency manage- 
ment and consultation work with mem- 
ber combination companies. 

Mr. Dean‘s first life insurance experi- 
ence was with the Metropolitan in Little 
Rock. After war service, he joined the 
home office staff of Union Life as super- 
visor and assistant in charge of Ordi- 
nary sales in the Industrial department. 
He established and headed the monthly 
debit Ordinary department. In 1948, he 
established his own Ordinary agency 
for American United Life, an outstand- 
ing agency building job in a short time. 
During the war he served with the 
Coast Guard and was discharged a 
lieutenant. 

Mr. Dean attended Hendrix College, 
and Arkansas State Teachers College, 
where he earned a B.A. in Business 
Administration. He has attended many 
schools in life insurance, including the 
CLU course which he completed in 
1948; later he taught part A of this 
course. He was on the teaching staff of 
Union Life home office schools; he 
taught the combined GlI-on-the-job 
training course for all life offices in 
Little Rock. He has been president of 
his local Chartered Life Underwriter 
chapter, and earlier this year, he was 
general chairman for the Arkansas Life 
Underwriters’ Sales Congress. 


June 


\ | 








June 24, 1949 


Our 50th Year 





Our 50th Ycar 








Page 9 

















“FRIENDS IN NEED’ 


By Robert H. Crowell, Philadelphia 


When I entered the life insurance business with the 
Provident, it was with a slight bit of apprehension. 
My concern stemmed from hearsay regarding life 
insurance agents misusing their friendships and ex- 
pecting all their friends to become immediate policy- 
holders. This concept annoyed me, because I felt that 
I wanted no “charity business’ from my friends. 

Therefore, as I started my Provident training, I 
had a conviction (which later proved erroneous) that 
my interviews would be only with strangers. Well, as 
I progressed in my training in the use of the Chart for 
Living,* and the advantages and opportunities cf the 
Chart began to unfold before me, I was amazed at 
the change that took place within me. 
Here was indeed a service that could be 
of untold value. The Chart challenges the 
underwriter with a goal of professional 
service, and it gives the new agent a 
feeling of confidence. 

So, in the early months, I concentrated 
on learning the Chart for Living presen- 
tation and gained confidence in my own 
ability. 

Today, I look upon a friend from an 





entirely different point of view. I have a valuable serv- 
ice to offer. The fact that the individual is a personal 
friend is all the more reason why I should see him. I ex- 
plain the Chart and its purposes, and the advantages 
which an organized program such as the Chart offers. 
You see, I am offering a service and am not “high 
pressuring”’ my friends into buying life insurance from 
me because we happened to have grown up together. 

However, I don’t do business with friends exclu- 
sively. I enjoy meeting the stranger and endeavor to 
make a friend of him— but, naturally, I also enjoy 
discussing my services with an old friend. I measure 
friendship as a quality that embodies the true mean- 
ing of the word: “‘To be of help when in 
trouble, to offer advice when advice is 
needed, to congratulate when success is 
achieved — but, above all, to be always 
referred to as a friend.” 

Therefore, I firmly believe that if we 
offer our services sincerely and willingly, 
as a friend to our friends, we will find 
that they are indeed ‘“‘friends in need.”’ 
* The “Chart for Living” is a colored graph, used by 


Provident Agents, showing monthly income from life 
insurance, social security, investments, etc. 


Sales Ideas From “Provident Notes” 
published by 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of PHILADELPHIA, PA. 
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Investment Meet Held 
At Beloit Big Success 


MANY FINANCIAL MEN THERE 





Intensive Review of Current Economic 
Trends and Their Significance; 
Session Praised by Bryan 





seminar 
compa- 


The Life Officers financial 
of American Life Convention 
nies, now being held at Beloit, Wis., is 
again demonstrating the success of the 
seminar in bringing together these 
financial officers for intensive review of 
current economic trends and their sig- 
nificance as related to life insurance 
investment policy. Joseph M. Bryan, 
first vice president, Jefferson Standard 
Life and chairman of the financial sec- 
tion of ALC, is vice chairman, board 
of regents, of this seminar. 

Nearly 100 representatives of United 
States and Canadian member companies 
of the convention are attending the 1949 
seminar which runs through Saturday, 
June 25. The financial officers were en- 
tertained on June 16 by President W. E. 
Bixby of ALC and Kansas City Life; 
President Carey Croneis of Beloit Col- 
lege; Dean Garfield Cox of University 
of Chicago’s School of Business; Rob- 
ert L. Hogg, executive vice president 
of ALC; W. Bradley Tyrrell, vice presi- 
dent and treasurer, Beloit College; Ar- 
thur B. Adams, president of Beloit 
State Bank and the Beloit Country 
Club. 

Speakers at the banquet included Dr. 
Croneis, President Bixby, Dean Cox 
and Robert L. Hogg. Dean Cox dis- 
cussed the modern activities of colleges 
and universities in the adult education 
field. 

R. L. Hogg’s Talk 


Mr. Hogg said that the members of 
the year’s seminar represent approxi- 
mately two-thirds of the total admitted 
assets accredited to the operation of 
legal reserve life insurance companies 
in this country. He discussed briefly 
the increasing responsibilities of life 
insurance investment officers, declaring 
that these now include the investment 
of funds both safely and in a manner 
related to the economic and social life 
of the nation. 

Marshall D. Ketchum is director of 
the Beloit Life Officers Investment 
Seminar. Among some of those attend- 
ing the Seminar are these: 


New York Life: Ronald B. Swinford, as- 
sistant vice president; H. Everett Woodruff, 
assistant treasurer; Herbert M. Johnson, se- 
nior public utility analyst; Frederick W. Bliss, 
assistant vice president. 

_Lincoln National: F. J. McDiarmid, second 
vice president; M. C. Ledden, second vice 
president and comptroller. 

Guardian Life: George T. Conklin, Jr., sec- 
ond vice president. 

_ Massachusetts Mutual Life: Orrin E. Jones, 
investment department. 

Mutual Life: John F. 
assistant. 

_ Metropolitan Life: Eliot K. Bartholomew, as- 
sistant vice president. 

New England Mutual: P. Stokes Gaither, as- 
sistant treasurer; Lucius F. Hallett, Jr., secur- 
ity analyst. 

North American Re.: Henry Moir Cathles, 
secretary; Matthew Klaas, special representa- 
tive. 

_Continental Assurance: Willard N. Boyden, 
vice president; Boyd N. Everett, vice president 
and treasurer; Richard H. Samuels, assistant 
treasurer. 


King, administrative 


Canada Life: W. E. C. Martin, assistant 
treasurer. 
Columbian National: Julian D. Anthony, 


president; Charles Nettleship, second vice presi- 
dent; William A. VanAartsen, assistant treas- 
urer. 

Great-West Life: Frank W. Buchanan, su- 
pervisor, bond investments. 

John Hancock: Gordon B. Jones, investment 
analyst. 

Monarch Life: David W. Gordon, financial 
vice president; Richard E. Hickey, Jr., as- 
sistant manager, investment department. 

Prudential: Norman L. Mansfield, 


P : public 
utility engineer. 





Alexander K. Huling has been ap- 
pointed regional supervisor for John 
Hancock Mutual Life in the east central 
territory. He was formerly assistant dis- 
trict manager at Sioux City, Iowa. 


Manager at Oklahoma City 





JAY F. SMITH 


Jay F. Smith of Oklahoma City has 
been appointed agency manager of the 
Fort Worth agency of Bankers Life Co., 
Des Moines. He _ succeeds Ivan F. 
Childs who has resigned to become su- 
pervisor in the E. H. Trandum Billings 
agency effective July 1. 

Mr. Smith has been assistant agency 
manager in the Oklahoma City agency. 
He joined the company in August, 1940. 
After a successful career as a district 
agent at Lawton, Okla., he was named 
supervisor in the Oklahoma City agency 
in 1944. He continued his supervisory 
activities from Lawton until his appoint- 


ment as assistant agency manager when 
he moved to Oklahoma City. 

A native of Oklahoma, Mr. Smith re- 
ceived his bachelor’s degree in business 
education from Oklahoma A & M Col- 
lege and his master’s degree in business 
administration from Texas Christian 
University. After a year of teaching he 
became superintendent of schools at 
Walters. He left the field of education 
to enter auto sales work from which 
he came to the company. 


PHILADELPHIA LIFE BANQUET 








Production Campaign in Honor of 
President Elliott Ends; General 
Agents Hosts at Affair 

The general agents of Philadelphia Life 
were hosts at a banquet in Philadelphia 
recently culminating a six weeks’ pro- 
duction campaign in honor of President 


Elliott. Nevin Loose, regional 
manager, south-central Pennsylvania, 
served as chairman of the general 


agents advisory committee. Awards were 
made to agents qualifying for the Presi- 
dent’s and Producers’ Clubs, as well as 
the leading general agencies for the six 
weeks’ campaign. 

In addition to 
agents, the entire home office 
were guests at the dinner. 


some 70 company 
staff 





O’Mahoney Committee 
(Continued from Page 1) 


the subcommittee—Senator Robert A. 
Taft of Ohio, and Representative Chris- 
tian A. Herter of Massachusetts. 

Strongly indicative that the invest- 
ment study will be the keystone of the 
entire survey is the fact that Senator 
O’Mahoney named both himself and 
Senator Taft, ranking minority member 
of the Joint Economic Committee, to 
that subcommittee, 

Meanwhile, the proposed investigation 
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THE COMPANY BACK OF THE CONTRACT 





With one wheel missing ... or only three wheels 


functioning ... smooth forward motion is impossible. 
Progress requires balance. 


A life insurance institution to move forward must 
have similar balance ...in background, in 


present performance, in plans for the future. 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 


of the life insurance industry by a 
Joint Senate-House Judiciary committee 
showed signs of life after being stalled 
in the Senate Rules Committee for the 
past six weeks, Chairman Carl Hayden 
(D., Ariz.) appointed a three-man sub- 
committee to consider the McCarran- 
Celler resolution and report its recom- 
mendations to the full committee, Sena- 
tor Theodore F. Green (D., R. 1), 
named by Hayden to head the subcom- 
mittee, was scheduled to call a meeting 
Tuesday (22), and indicated he would try 
to bring in a report to the full com- 
mittee on Wednesday. 

Following a Rules Committee meeting 
immediately after the resolution was 
favorably acted upon by the Senate 
Judiciary Committee, at which Senator 
Pat McCarran (D., Nev.) and Repre- 
sentative Emanuel Celler (D., N. Y.) 
outlined their reasons for proposing the 
investigation, Green was reported to be 
in favor of its passage. Senator Guy 
M. Gillette of Iowa, other Democrat on 
the subcommittee, thus far has expressed 
no views on the subject, while Repub- 
lican member Kenneth S. Wherry (Neb.) 
has maintained a neutral attitude. 

If the subcommittee turns in a favor- 
able report, the full committee can be 
expected to follow suit. However, a 
quorum has not been obtained at three 
previous bi-weekly meetings of the 
Rules Committee, and the press of other 
business, particularly appropriations bills, 
may continue to stall a vote by the full 
group. It was this pressure that 
prompted Senator Hayden to name sub- 
committees to handle the insurance 
probe and other matters which have 
ay piling up on the committee calen- 

ar. 

Scope of Inquiry 


In announcing the appointment of the 
new investment subcommittee of the 
Joint Economic Committee, and describ- 
ing its functions and objectives, Senator 
O’Mahoney singled out for special men- 
tion the sale of security issues without 
competitive bidding to insurance com- 
panies. Said O’Mahoney: 

“The study of investment will attempt 
to find out why stock market prices of 
national securities seem to_ reflect 
neither the profit status of business 
corporations nor the asset value of cor- 
porate stock. Savings are apparently 
running at record high levels, but in- 
vestment lags and competitive bidding 
for security issues is being replaced by 
private sale to institutional investors 
like insurance companies. The conditions 
thus created make apparent the need 
for a study of the relationship of this 
problem to Government investment.” 


In studying the role of insurance com- 
panies as institutional investors and the 
relation of their operations in this field 
to the overall economic structure, three 
broad factors will be looked into by the 
subcommittee, Senator O’Mahoney said. 

These are: 1. The significance of 
legal, economic and traditional restraints 
on investment policies, 2. Influence on 
type of security marketed by issuer, 
pricing, timing and terms. 3. Public 
versus private offerings. 

While no specific date for the opening 
of the committee study has been set, the 
resolution authorizing its undertaking 
called for a report to Congress by 
December 31 of this year. It would ap- 
pear virtually certain, therefore, that, at 
the very least, all preliminary prepara- 
tions will have been completed within 
the next 30 days and that, whether or 
not Congress adjourns by the hoped- 
for, but not expected date of July 31, the 
formal phase of the study will be under 
way by August 1. 





Provident in Texas 
(Continued from Page 3) 


Financial Vice President DeLong H. 
Monahan; Morris Brownlee; James H. 
Cowles, agency vice president of Provi- 
dent; E. Roy Hofmann, associate mana- 
ger of agencies; and Joe B. Long, man- 
ager of agencies. 
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John Hancock Issues 
New Group Life Form 


CREATES TANGIBLE EQUITIES 
Includes Cash Values and Paid-up 
Insurance Combined With 
Renewable Term 





John Hancock Mutual Life announces 
a new Group life insurance plan which 
includes cash values and paid-up in- 
surance combined with one year renew- 
able Term. This plan of coverage fills a 
need frequently requested by employes 
and employers alike, namely, the creation 
of tangible equities which terminating 
or retiring employes may take with them 
when they leave employment. The plan is 
written on a contributory basis and 
the employe’s portion of the contribu- 
tion is used to purchase paid-up insur- 
ance. The employer’s portion of the 
contribution bears the entire cost of the 
Term insurance. The amount of Term 
insurance reduces automatically as paid- 
up insurance is purchased. 

If the employe dies during the pe- 
riod in which he has coverage under the 
plan, the amount of Group Term insur- 
ance combined with the aggregate 
amount of paid-up insurance then in 
force is paid as a death benefit. If the 
employe terminates his service he has 
the usual conversion privilege with re- 
spect to his Term insurance and he may 
receive either the cash value of his 
paid-up insurance or keep his paid-up 
insurance in force indefinitely subject to 
certain minimum amounts. The cash 
value returned to the employe upon 
termination of employment is always at 
least equal to his full contribution. 

In announcing this new coverage, Ed- 
ward A. Green, second vice president, 
stated: “It is expected that this plan will 
carry considerable appeal to those em- 
ployers who may be interested in a 
Group life insurance program which 
builds up equities that terminating or 
retiring employes may take with them 
when they leave employment. The choice 
on termination of employment of con- 
tinued paid-up insurance or return of at 
least the full amount of their contribu- 
tions which were applied to purchase 
paid-up insurance should be most attrac- 
tive to employes.” 





Malcolm and deRoode Have 
New Posts With Liberty Life 





G. deRoode 


R. J. Malcolm 


Robert J. Malcolm and _ Granville 
deRoode have been appointed home 
office supervisors by Liberty Life of 


' Greenville, S. C. Director of the com- 


ee Ordinary agencies is Roger Bour- 
and. 

_Mr. Malcolm, a native of Charleston, 
S.C., was an Army colonel in the last 
world war. He entered life insurance 
after being with the Delta Airlines. He 
led his class in a year’s training at the 
Institute of Insurance Marketing of 
Southern Methodist University. 

_Mr. deRoode, a native of Lexington, 
Ky., is a graduate of Purdue University’s 
Institute of Insurance Marketing. He 
has been unit manager of the home 
office agency of Commonwealth Life. 


Change at Savannah 


The New England Mutual Life Insur- 
ance Co. announces that the partner- 
ship of Wilson and Hurst, general 
agents in Savannah, will be dissolved, 
effective July 1. Harvey H. Wilson, 
general agent since 1925, will resume 
sole direction of the organization which 
will maintain its present offices in the 
Savannah Bank and Trust Building. 
Charles W. Hurst becomes associate 
general agent and will devote full time 
to serving his personal clientele. 


Buffalo Assn. Officers 


Lewis C. Slesnick, CLU, district mana- 
ger, Prudential, was elected president of 
Buffalo Life Underwriters, Inc. He suc- 
ceeds Ray. S. Spurr, CLU. 

Other officers elected are: Chauncey 
D. Cowles, Jr., CLU, Northwestern Mu- 
tual, Ist vice president; Clayton T. 
Knox, CLU, Mutual Life of N. Y., 2nd 
vice president; Allan W. Carpenter, gen- 
eral agent Penn Mutual Life, secretary; 
and Spencer E. Hickman, Aetna Life, 
treasurer. 





PRIVATE OFFICE SPACE 


Available in large life insurance agency 
Tower floor, Fifth Avenue at 45th 
Street. Satisfactory arrangements to 
responsible peopl Box 1881, The 
Eastern Underwriter, 41 Maiden Lane, 
New York 7. 














Ray L. Short, Cedar Rapids agent for 


Equitable Society, was honored at 


recent luncheon in celebration of 


25th anniversary with the company. 
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Guaranteed Provider 


@ Our Guaranteed Provider Plan is something really different and very few, if 
any other companies have policies comparing with it. It was developed especially 
for those prospects who need Family Income or Mortgage Redemption Protection 
added to their present insurance. 


Briefly, this plan is decreasing Term Insurance which can run any number 
of years, from five to twenty-five. Even though the rate increases each year, ac- 
cording to the age of the insured, the actual premium paid each year decreases. 


This unusual Plan gives our field men a distinct advantage over their com- 
petitors. It permits them to set up a Family Income or Mortgage Redemption 
Plan around existing insurance, regardless of the company in which the insur- 
ance is carried. In doing this, it permits the policyowners to take advantage of 
the interest options in their old insurance (which, in most cases, are considerably 
higher than those in policies being issued today) during the period covered by 
the Guaranteed Provider Plan. 


To make certain our field men have plenty of prospects for this Plan, it 
ean be sold to sub-standard as well as standard risks and at low rates. Let us tell 
you more about this business-getting Plan. 


La 


Ralph R. Lounsbury, President 





W. J. Sieger, V. P. & Supt. of Agencies 


LIFE ° 


ACCIDENT ° 


NATIONAL LIFE 


Insurance Company .. Montelair, N. J. 


HEALTH 
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Social Security Bill 
Soon Be Up for Vote 


WILL EXPAND COVERAGE SOME 





Take in Self-Employed, State Govern- 
ment Workers, Not Agricultural; 


to Raise Tax Base 





A bill expanding Social Security cov- 
erage to some groups not now under 
the old-age and survivors’ insurance pro- 
gram, increasing benefits and payroll 
taxes, and redefining the term “em- 
ploye,” will be reported by the House 
Ways and Means Committee shortly, 
possibly by July 1, and certainly shortly 
after the July 4th holiday recess. 

The committee has been drafting the 
measure in executive sessions under a 
cloak of the strictest secrecy, but it has 
been learned that the measure which 
will go to the House, while going a 
long way in the direction of the Ad- 
ministration proposals, will fall consid- 
erably short of President Truman’s re- 
quests for complete coverage of the 
20,000,000 workers now excluded from 
the Social Security program, and vastly 
increased benefits. 


About 6,000,000 self-employed and 
some smaller groups, including state and 
local government workers—on a volun- 
tary basis—are almost certain to be in- 
cluded in the new measure. There is a 
good chance that domestic servants will 
be given coverage, but farmers and 
agricultural workers undoubtedly will be 
left out of the extended OASI program, 
in spite of the President’s message in 
which he called for their inclusion, and 
the overwhelming 15-10 Democratic ma- 
jority in the Ways and Means Com- 
mittee. 

Benefits will be increased, but not 
to the extent desired by President Tru- 
man and Social Security Administration 
leaders. The taxation provisions in the 
present law, which call for a rise from 
1% to 14%% each on employer and em- 
ployee on January 1, 1950, will be re- 
tained. The self-employed will pay 1% 
times the tax rate for the employe or 
employer, or 24% after January 1. 

The measure is expected to call for 
boosts in the monthly benefits, but the 
range will be below that asked for by 
the Administration. 


Gearhart Resolution 


The so-called “Gearhart Resolution,” 
with its controversial common-law defi- 
nition of “employe” is scheduled to be 
wiped off the books, and the term rede- 
fined in line with the Supreme Court 
decisions in the Silk and Greyvan cases. 
In these rulings, the Supreme Court held 
that the determination of whether a 
worker is an employe or an independent 
contractor should be based on “economic 
reality” rather than restricted to the 
narrow confines of the “master-servant” 
relationship. 


Under such a revised definition, most 
life insurance salesmen would be con- 


sidered employes. Fire and casualty 
agents, on the other hand, probably 
could retain their “independent con- 


tractor status,” if they wished to do so. 
The NAIA, which strongly supported 
enactment of the Gearhart resolution 
last year, has always maintained that its 
members are independent contractors. 
One committee member pointed out 
that, if the “economic reality” defini- 
tion of “employe” is enacted, the ques- 
tion of tax liability might well turn out 
to be the determining factor in classify- 
ing a border-line worker. Many fire and 





HAIGHT, DAVIS & HAIGHT, Inc. 


FRANK J. HAIGHT, President 
Consulting Actuaries 
INDIANAPOLIS OMAHA 








casualty agents, he said, who have 
hitherto wished to be considered as “in- 
dependent contractors,” might reverse 
their views and ask to be included in 
the Social Security program as employes 
because in that category they would be 
taxed only 14% of their earnings in- 
stead of the 2%4% they would pay into 
the fund as self-employed workers. 

Other probable provisions in the com- 
mittee bill it was learned, will be a tax 
base somewhere between the present 
$3,000 ceiling and the $4,800 in annual 
wages requested by the President, and 
a reduction in the minimum age at 
which women become eligible to receive 
benefits from 65 .to 62. 


SMU BASIC CLASS 


The tenth basic class to enter the 
Southern Methodist University Institute 
of Insurance Marketing, Dallas, has 55 
life insurance students enrolled from 27 
different companies and from 17 states, 
A. R. Jaqua, director, announces. The 
students will attend classes five weeks 
and then will return to their companies 
and work in the field for eight months. 
They will then return to the Institute 
for another five-week period in the 
senior training class. After completing 
the senior course the men will be quali- 
fied to enter the graduate seminar to 
be held at the Institute in the fall 
of 1950. 
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place as much as you can 


WHAT CAN 


THE EXTRA MAN 
. DO FOR YOU? 


One of your substantial clients wants to supple- 


ment his own plan by starting his eleven year old 


son’s insurance program early, and asks you to 


in the boy’s name. 











* The EXTRA MAN typifies 
the specialized help that you as 
a broker can secure from your 





Connecticut General will 
write up to $100,000 on an 


eleven year old child. 








nearest Connecticut General 
office. The example above is 
one of many ways that The 
EXTRA MAN can help you 
build or conserve business. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT IN- 
SURANCE. HEALTH INSURANCE 
AND ANNUITIES. ALL FORMS OF 
GROUP INSURANCE AND GROUP 
ANNUITIES, PENSION TRUSTS. 
SALARY ALLOTMENT INSURANCP 





Bainbridge Now a V. P. 
Of Schiff, Terhune & Co. 


WILLIAM W. BAINBRIDGE 


William W. Bainbridge, who has been 
made a vice president of Schiff, Ter- 
hune & Co., New York insurance bro- 
kers, will reorganize and direct activities 
of Schiff, Terhune & Co. in the fields 
of Group accident, sickness, compensa- 
tion, hospitalization, surgical and medi- 
cal expense, and life insurance. 

Mr. Bainbridge, who is well known 
in field of industrial relations, has been 
Group disability insurance manager at 
home office of Equitable and was with 
the Society 12 years. After attending 
Lafayette College he ‘was graduated 
from the business college of New York 
University and then joined the Equi- 
table. 





Mutual Life Leaders 


The Milwaukee agency of Mutual Life 
of New York led all of the company’s 
agencies throughout the country in 
volume of insurance sold during May. 
G. A. Knutsen, CLU, is the Milwaukee 
manager, _ 

The Los Angeles agency, managed 
by G. A. Sattem, was first in number 
of policies sold and third in volume for 
the month. 

The Henry W. Persons agency in 
Chicago was second in volume. Salt Lake 
City, managed by Carson E. Bechtel, 
was second in policies sold, Charles E. 
Brown’s Grand. Rapids agency was third. 





St. Louis Assn. Election 


Nathan H. Burgheim, CLU special 
agent Northwestern Mutual Life, was 
elected president of the Life Underwrit- 
ers Association of St. Louis, Inc., at the 
annual meeting June 16. He succeeds 
Joseph T. Peterson, CLU, \manager for 
Guardian Life. 

The election also moved John R. Buhr, 
manager Metropolitan Life, from second 
vice president to first vice president, 
while Cecil F. Montague, agent, Equi- 
table Life of Iowa, secretary, has been 
made second vice president. 

The Association’s directors will shortly 
elect a new secretary and treasurer. 
John H. Leaver, CLU, general agent, 
Mutual Benefit Life, has been serving 
as treasurer the past year. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 
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Aetna Regionnaires to 
Hold 3 Conventions 


FIRST ONE AT CORONADO, CAL. 





Others at Hot Springs, Va., and White 
Sulphur Springs, W. Va.; Long 
List of Speakers 





The Corps of Regionnaires, Aetna 
Life, will hold its annual muster for 
1949 at a series of three regional meet- 
ings starting June 26 and ending July 27. 

The first meeting, covering the west- 
ern part of the nation, will open June 
26 at the Hotel Del Coronado in 
Coronado, Cal. and _ will continue 
through June 29. The Homestead in Hot 
Springs, Virginia, will be the location 
of the second conference, July 6 through 
9; while the final meeting will be held 
Tuly 24 through 27 at the Greenbrier 
Hotel in White Sulphur Springs, West 
Virginia, 

The Corps of Regionnaires, which is 
composed of leading Aetna Life sales- 
men who meet the high qualification re- 
quirements during the year, is assembled 
annually by the company to study the 
latest developments in the field of life 
insurance production. 

Home Office and Guest Speakers 

Home office speakers who will address 
all three conferences will be Vice Presi- 
dent Robert B. Coolidge, Secretary I. 
F. Cook, Superintendent of Agencies D. 
E. Hanson, CLU, and Assistant Super- 
intendent of Agencies G. A. Lawton, 
CLU 


Two guest speakers and a number of 
other home office officials, headed by 
Morgan B. Brainard, president, Aetna 
Life, will address one or more of the 
three conferences. 

W. Ellery Allyn, Connecticut Insur- 
ance Commissioner, and Paul Speicher, 
president of The Insurance Review and 
Research Service, Inc., will speak at 
the White Sulphur meeting, Mr. Brain- 
ard; W. H. Dallas, vice president; D. P. 
Cavanaugh, associate counsel; R. A. 
Maier, assistant superintendent of agen- 
cies; and W. C. Cousins, supervisor 
of accident and health production, will 
speak at the western conference. Other 
home office speakers at the White Sul- 
phur Springs meeting will be J. H. 
Brewster, Jr., vice president and treas- 
urer, and Mr. Cousins. At the Hot 
Springs conference, Morgan B. Brainard, 
Jr., vice president and assistant treas- 
urer; P. H. Rogers, assistant secretary; 
and Mr. Maier will speak. 

Speakers From Field 


The three meetings also will be ad- 
dressed by a number of Aetna Life rep- 
resentatives. Speaking at the Coronado 
conference will be R. Bruce Coles, CLU, 
of Vancouver, B. C.; John Krehbiel, 
CLU, Los Angeles; and Gerald A. 
Mazur, San Antonio. General agents 
who will be chairmen at the three-day 
western conference are F. E. Pense of 
Oklahoma City, E. F. Kenney of Oak- 
land and W. M.- Hammond of Los 
Angeles. 

Aetna Life representatives who will 
speak at the White Sulphur Springs 
meeting are Assistant General Agent 
A. D. Stein, Chicago, A. W. Giles of 
Minneapolis, H. A. Krisch, CLU, of 
Shreveport and Robert R. Tebow of 
Cincinnati. General agents serving as 
chairmen at this meeting are F. E. 
LeLaurin. CLU, of New Orleans, H. H. 
Chase, CLU, of Pittsburgh and W. T. 
Craig of Cincinnati. 

Additional speakers at the Hot 
Springs conference include Agency 
Supervisor G. B. Chapman, Jr.. of Cleve- 
land, . R. Cavanaugh of Detroit, 
Bernard Feinberg of Newark, W. H. 
Mauk, CLU. of Toledo, and Sumner 
Rodman, CLU, of Boston. Chairmen at 
this conference will be General Agents 
L. K. Babcock, Tr.. CLU. of New Haven. 
F. B. Alberts, CLU, of Rochester and 
John A. Hill, CLU, of Toledo. 

Qualifiers from general agencies 
located in the following cities will attend 
the Hot Springs meeting: Albanv, Bos- 
ton, Buffalo, Cleveland. Concord, Detroit, 


Equitable Life of lowa Holds Its 
Presidents Club Meeting at Mackinac 


Mackinac Island, Mich—Leading 1948 
producers of Equitable Life of Iowa, 
members of their families and home 
office hosts were in attendance at the 
annual President’s Club convention of 
the company in Mackinac Island’s Grand 
Hotel this week. Sessions commenced 
Tuesday morning, June 21, and contin- 
ued through Thursday, June 23. More 
than 200 individuals were in attendance. 

Ray E. Fuller, agency vice president, 
who presided at the opening session 


Tuesday morning, was in charge of the 
The three-day sessions 


club meetings. 





F. W. HUBBELL 


were in the form of a school of ad- 
vanced underwriting, various aspects of 
which were covered by speakers drawn 
both from the ranks of the field asso- 
ciates in attendance and from the home 
office staff. 
R. H. Sheldon, Los Angeles, President 
The President’s Club is the senior pro- 
duction club of the company. The attain- 
ments of leading producers were ac- 
corded special recognition both at the 
opening session Tuesday morning and 
at the President’s banquet Tuesday 
night. P. C. Irwin, actuarial vice presi- 
dent, distributed additional renewal com- 
mission awards to nearly 100 club mem- 
bers in recognition of their attainment 
of high conservation ratios during 1948 
on business originating in 1947. Mr. 
Fuller introduced and presented certi- 
ficates of office to the three club mem- 
bers whose 1948 paid premium records 
had earned them offices in the club 
as follows: R. H. Sheldon, Los Angeles 
agency, president; H. Loree Harvey, 
CLU, Detroit agency, vice president and 
F. S. DeBernardi, Oklahoma agency, 
secretary. Additionally, individual recog- 
nition was accorded to a large group of 
veteran members of the Equiowa One- 
A-Week Club, each of whom had at- 
tained noteworthy anniversaries in their 





Grand Rapids, Hartford, Newark, New 
Haven, Portland, Maine, Providence, 
Reading, Rochester, Scranton, Spring- 
field, Syracuse, Toledo, Toronto, Utica, 
Williamsport, Winnipeg and Worcester. 

At the White Sulphur Springs con- 
ference will be qualifiers representing 
general agencies in the following cities: 
Atlanta, Baltimore, Birmingham, Brook- 
lyn, Charleston, Charlotte, Chicago, Cin- 


cinnati, Columbia, Columbus, Dallas, 
Duluth, Fargo, Houston, Indianapolis, 
Jacksonville, Little Rock, Louisville, 


Memphis, Milwaukee, Minneapolis, Mon- 
treal, Nashville, New Orleans, New York, 
Peoria, Philadelphia, Pittsburgh, Shreve- 
port, South Bend, St. Louis, St. Paul, 
Washington, Richmond and Yonkers. 


club career since the 1948 convention. 

Other field associates of the company 
were recognized at the banquet Tues- 
day evening by F. W. Hubbell, presi- 
dent. George L. Maltby, Kansas City 
agency, a representative of the company 
for 25 years, was presented as the 1949 
member of the “Hall of Honor,” the 
highest individual recognition attainable 
by an Equiable of Iowa field associate. 
F. S. DeBernardi, Oklahoma agency, and 
W. H. Robbins, CLU, Kokomo agency, 
were presented as the two field associ- 
ates who had paid for more than one 


RAY E. FULLER 


million dollars of life insurance during 
the calendar year 1948 


Fieldmen Featured on Program 


Business sessions featured addresses 
by members of the field force on sub- 
jects pertaining to advanced field un- 
derwriting techniques. Speakers included 
R. H. Sheldon, Los Angeles agency, a 
life member of the Million Dollar Round 
Table; H. Loree Harvey, CLU, Kalama- 
zoo, Michigan, representative of the De- 
troit agency; L. J. Beaucage, Portland 
agency; Quentin R. Cowman, Harris- 
burg agency and George L. Maltby, 
Kansas City agency. In addition, two 
panel discussions were presented. A 
panel on “Key to Security Presenta- 
tions” was presented by T. R. Hawkins, 
Detroit agency, G. C. Krueger, Chicago 
Nelson agency and F. H. Manning, 
Kansas City agency, under the direction 
of George L. Hamiin, CLU, assistant 
superintendent of agencies. The second 
panel, “Over 100 Cases Per Year,” was 
presented by J. T. Sherk, CLU, Sioux 
City agency, C. F. Hedglin, Chicago 
Griffin, Ingram and Pfaff agency, L. B. 
Farrar, Boston agency, W. R. Engelland, 
Sioux Falls agency and W. E. Lowen- 
berg, Davenport agency. The following 
home office officers addressed club mem- 
bers during the three-day program: F. 
W. Hubbell, president, Ray E. Fuller, 
agency vice president, P. C. Irwin, actu- 
arial vice president W. D. MacKinnon, 
actuary and Dr. R. R. Simmons, medical 
director. 

Other features of the convertion, in 
addition to the school sessions, included 
the President’s banquet on Tuesday eve- 
ning, the golf tournament for club mem- 
bers and planned entertainment for 
guests Tuesday afternoon, daily recep- 
tions for wives and guests each morn- 
ing and sight-seeing trips around the 
island. 

This. was the first occasion wherein 
the Equitable of Iowa President’s Club 
met separately from the other produc- 
tion clubs of the company. The Agency 
Club and the Organization Club will 





National Association 
Program Takes Shape 


CARROL M. SHANKS A SPEAKER 





Robert O. Bickel, Cedar Rapids on 
Program; National Sales Seminar 
Will Be Expanded 





Plans for the 60th annual convention 
of the National Association ef Life Un- 
derwriters in Cincinnati September 12- 
16 are rapidly taking shape, according 
to Fred H. ‘White, CLU, agent for Con- 
necticut Mutual, Buffalo, and chairman 
of the convention program committee. 
Carrol M. Shanks, president of The 
Prudential, will be a speaker at the main 
session as will also Robert O. Bickel, 
CLU, million dollar producer for Na- 
tional Life of Vermont at Cedar Rapids. 

One of the highlights of this year’s 
meeting will be an elaboration of the 
National Sales Seminar which has been 
a successful feature of the last three 
conventions. The 1949 seminar will be 
staged as two panels each featuring five 
foremost life insurance agents. 

The first day, Monday September 12, 
there will be all day meetings of execu- 
tive secretaries and the NALU board of 
trustees. The Women’s Quarter Million 
Dollar Round Table will hold its meet- 
ings and dinner on Tuesday, the Na- 
tional Council will meet on Wednesday 
also the American College, with the first 
general session on Thursday. The 
seminar and General Agents and Man- 
agers meeting will be on Thursday also 
the company dinners. Elections will take 
place on Friday. 





Home Life Field Meeting 
Two Days at Asheville, N. C. 


More than 100 representatives of the 
Home Life Insurance Company of New 
York attended the Second Conference 
of the Qualified Field Underwriters of 
Home Life held at Grove Park, Inn, 
Asheville, N. C., June 16-18. Purpose of 
the conference was to bring together 
the company’s outstanding field under- 
writers to give them the opportunity 
of exchanging ideas on more effective 
field methods for better service to the 
insuring public. Morning and afternoon 
sessions of the first day were panel dis- 
cussions featuring eight field underwrit- 
ers from various sections of the country. 
After each panel discussion the entire 
group participated in open sessions. In 
the evening an informal review of the 
day’s session was held. 

Key addresses during the second and 
third day were made by James A. 
Fulton, president of Home Life; Wil- 
liam J. Cameron, executive vice presi- 
dent; and William P. Worthington and 
Howard C. Spencer, vice presidents. 
Several panel discussions were held on 
field procedure, and in addition there 
were sessions devoted to other phases 
of the company’s operation. Qualifica- 
tions for attendance at the conference 
in 1950 were announced, as was the 
location, the Cavalier, Virginia Beach, 
Va. 





St. Louis Council Elects 


W. Scott Smith, Massachusetts Mutual 
Life, was elected president of the St. 
Louis Life Insurance and Trust Council 
at the annual meeting June 7. Other 
officers are: Vice president, Richard J. 
Weidert, assistant trust officer, Mercan- 
tile-Commerce Bank & Trust Co.; treas- 
urer, Wesley L. Johnson, trust officer, 
Security National Bank, Savings and 
Trust Co., and secretary, Richard T. 
Stith, New England Mutual Life. 





meet in July at the Greenbrier Hotel, 
White Sulphur Springs, West Virginia. 
As announced in January, next year 
there will be but one club convention, 
to be held in the Biltmore Hotel, Los 
Angeles, in April. 
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HEADS NEW DIVISION 


H. L. Jamison, Jr., Newly Graduated 
From Wharton School, Takes Mana- 
gerial Post in Father's Company 


Herbert L. Jamison, Jr., whose father 
is head of Herbert L. Jamison & Co., 151 
William Street, New York, a fast-grow- 
ing brokerage organization, has been put 
in charge of a separate division, recently 


HERBERT L. JAMISON, JR. 


established, which will handle the firm’s 
life, Group and pension clientele. 

A graduate of Stony Book School 
and of Wesleyan University with B.A. 
degree in economics, Mr. Jamison re- 
ceived this month his MBA degree in 
insurance from the Wharton School at 
University of Pennsylvania. He was 
president there of the MBA Club. 

In addition to the academic prepara- 
tion for his new duties, Mr. Jamison has 
already taken the examinations for the 
CLU designation and will receive special 
training in the life and Group depart- 
ments of several insurance companies. 
During World War II he served in the 
South Pacific as an officer in the U. S. 
Navy. Married, he lives in Larchmont, 
N. Y., and is a member of the American 
Yacht Club. 


W. G. C. Konow President of 
Northern New Jersey Assn. 


At the meeting of the Life Underwrit- 
ers Association of Northern New Jersey 
held in Newark on Thursday, William 
G. C. Konow, manager of The Pruden- 
tial at Newark, was elected president. 
Other officers were: vice president, 
Frank H. Jannuzi, general agent, Fi- 
delity Mutual, Newark; secretary, H. 
Horton Humphrey, general agent Aetna 
Life, Newark; treasurer, Roderick Bou- 
chard, Home Life, Newark. 

Guest speaker was Lawrence J. 
Doolin, associate manager of agencies, 
Fidelity Mutual Life, who while with 
the Sales Research Bureau, conceived 
the idea of a suitable award for quality 
business which resulted in the National 
Quality Award. 


COLUMBIAN NAT’L CAMPAIGN 

General Agents Louis O. de Ronge’ of 
Hartford and W. Dan Wilbanks of 
Tulsa were the sectional leaders at the 
midway point of Columbian National’s 
advisory board campaign June 10. The 
campaign which runs April 1 to July 28 
has as its aim the creaticn of a pro- 
ducers advisory board of ten members. 
The board will meet in September in 
two sections, East and West. Those 
five agents in each section who exceed 
their personal quotas by the highest 
percentages will automatically win mem- 
bership on the board. About 150 agents, 
representing every Columbian National 
agencv have entered the four-month vol- 
ume drive. 


Che 50th Year 


N. C. ASS’N OFFICERS 
George Elliott, of Raleigh, is the new 
president of the North Carolina Associa- 


tion of Life Underwriters. Other offi- 
cers elected at the recent meeting in 
Winston-Salem, are M. W. Peterson,, 
Charlotte, first vice president; Kirby 
Hart, Goldsboro, second vice president; 
Tolley Epps Wilson, secretary - treas- 
urer; Charles N. Siewers, Winston- 
Salem, national committeeman. Reuben 
J. Johnson of Asheville, is the retiring 
president. ; 


Our 50th Year 


Hugh N. Maclean Weds 


Hugh N. Maclean, son of Joseph B. 
Maclean, former president of the Ac- 
tuarial Society of America and former 
vice president and actuary of Mutual 
Life, on June 11 married Miss Janet 
Malcolm of MHamilton, Ont. Hugh 
Maclean served in the Canadian Infan- 
try throughout the war. A graduate of 
Princeton University he is teaching 
English literature at the University of 
Toronto. 


Californians 
know us best 


June 24, 1949 


Lot H. Brown Dead 


Funeral services were held Monday 
in Delaware, O., for Lot H. Brown, aged 
83, who, for forty years, up to his re- 
tirement several years ago, was gen- 
eral agent of the Union Central in Co- 
lumbus. He was ill about nine months, 
Two sisters, two daughters and a son 
survive. Mr. Brown was a member of 
various Masonic bodies and Masonic 
services were held. Burial was made in 
Green Lawn Cemetery in Columbus. 


What do these closest neighbors think 
of Occidental? 


In terms of ordinary life insurance in force 

in California, Occidental ranks fourth 

among all companies. And in new sales, 

an even surer yardstick of current preference, 
Occidental stands third in its home state. 


Yes, the people who know us best appreciate 
Occidental’s institutional pledge — 
“More Peace of Mind Per Premium Dollar.” 


occidental life 


INSURANCE COMPANY 


of California 
V. H. JENKINS, Senior Vice President 


“We pay agents lifetime renewals —they last as long as you do” 
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HEARD on the WAY 





Homer Guck, who at one stage of his 
career was assistant. to the president 
of a small life insurance company in 
Detroit, Mich. and later became the 
$50,000 a year publisher of Hearst's 
Chicago Herald and Examiner, died in 
Norway, Mich., on June 16. In latter 
years he has been contributing a weekly 
column to newspapers throughout the 
country. j 

In early part of his career Mr. Guck 
was the publisher of a small newspaper 
in the Upper Peninsular of Michigan 
where he made the acquaintance of 
Frank Knox, also “then a publisher in 
the Michigan copper country. Becoming 
bored with his job with the insurance 


’ company Guck went to work for a De- 


troit trust company. One day he met 
on the street his old friend Frank 
Knox who had become in the interim 
one of Hearst’s highest paid executives. 
Knox was in Detroit to find an editor 
for the Hearst paper—Detroit Times— 
and Knox asked him to review the 
candidates. It all resulted in Guck join- 
ing Hearst, his first position being as- 
sistant business manager of the New 
York Evening Journal, later becoming 
general manager of the San Francisco 
Examiner and then publisher and presi- 
dent of both the Chicago Herald and 
Examiner and Detroit Times. After 
some years he retired and returned to 
the Upper Peninsular. Knox, in mean- 
time, became owner of Chicago News 
and Secretary of the Navy. 





Melville P. Dickenson, Jr., whose fa- 
ther is general agent, Equitable Society 
in Philadelphia, won the William Win- 
ston Roper Trophy at Princeton. The 
trophy is conferred upon the Princeton 
senior who best combines high scholas- 
tic standing, * outstanding qualities in 
sportsmanship and general proficiency 
in athletics. Dickenson led this spring’s 
Varsity lacrosse team “and was nomi- 
nated to the All-North team at the 
close of the season. He also played 
football and was vice president of the 
graduation class. His father, Melville 
P. Dickenson, Sr., was a famous Prince- 
ton football star. 





“Mutual Savings Banks in the Sav- 
ings and Mortgage Markets” is title of 
a new book published by division of re- 
search, Harvard Business School. The 
author is John~Lintner, an assistant 
professor of finance at the Harvard Busi- 
ness School and he is co-author with J. 
Keith Butters of “Effect of Federal 
Taxes on Growing Enterprises,” which 
was published in 1945. 

Mr. Lintner spent nearly three years 
of full-time research on his mutual sav- 
ings banks bogk, visiting the manage- 
ment of savings institutions in 11 of the 
17 states in which savings banks are 
located, and discussing various prob- 
lems with supervisory authorities. One 
chapter of the book covers “The Impor- 
tance of Insurance as a Medium of Sav- 
ing.” He says that people’s savings in 
life insurance have grown from about 
ae of the total in 1880 to over. 42.5% in 





Washington National entertained over 
900 visitors and guests at its open house 
held in four of the five home office 
buildings in Evanston, IIl., recently. Ap- 
proximately 200 of the company’s 660 
home office employes participated in the 
entertainment of the visitors and demon- 
strations of the working methods of the 
various departments were given. The 
motion picture “Life Insurance Occupa- 
tions” filmed in the company’s home 
office by Vocational Guidance Films for 
the Institute of Life Insurance, was 
shown at half-hour intervals during the 
evening, 


Vic Pfeiffer, new actuary of Amer- 
ican National of Texas, worked his way 
through University of Texas; received 


B.A. degree in mathematics; and 
continued his graduate studies in mathe- 
matical statistics and actuarial theory 
for two years and at same time taught 
mathematics at University of Kentucky. 
He joined American National in 1939 
and in 1943 was made assistant actuary, 
being advanced to associate actuary in 


1945 





In a recent visit to Baltimore Paul 
F. Clark, president of John Hancock, 
was photographed with four persons, 
who were in the John Hancock agency 
when he entered life insurance 35 years 
ago. They are E, J. Clark, now general 
agent emeritus, and uncle of President 
Clark; R. Russell Swigert, present gen- 
eral agent; Mary G. Bryan, cashier, 
and Lewis Kurtz, agent. Ernest J. 
Clark’s association with the John Han- 
cock began 55 years ago. 


Unele Francis. 


Baltimore Life District 
Managers Annual Meeting 


Thirty-three district managers of 
Baltimore Life attended the firm’s an- 
nual managers’ meeting, June 1-3 at 
Fayetteville, Pa. Theme of the meeting 
was “Production.” Using a conference 
technique, the group placed special 
emphasis on discussion of the prospects 
of life insurance in light of present 
business conditions. 

Production methods were discussed 
with particular attention to agent train- 
ing. It was felt that the use of both 
group and individual methods was ad- 
visable. However, they felt that the in- 
dividual, on-the-job training approach 
had not yet been developed to the fullest 
extent; and that this method had shown 
promising results so far. 

Among those in attendance from the 
home office were Albert Bufns, presi- 
dent; Henry E. Niles, vice president; 
Fred Wunderlick, superintendent of 
agencies; and Dr. Norman Cole, medical 
director. 





RECORD DAY REPORTED 
Agents of the Winnipeg branch of 
Great-West Life enjoyed a record day 
on May 31, when they submitted ap- 
plications aggregating $1,075,000. Thirty- 
three agents participated. 


Life of Ga. Appointments 


Appointment of L. R. Price as man- 
ager of the Dublin, Ga., district, and 
Gerald B. DeWitt as manager of the 
Danville, Va., district of Life Insurance 
Co. of Georgia was announced by H. 
C. Jackson, vice president and superin- 
tendent of agencies. Mr. Price has 
served Life of Georgia in Dublin for 
the last 13 years as agent and staff man- 
ager. Mr. DeWitt became associated 
with the company in November, 1946 
as an agent at Selma, Ala. He was trans- 
ferred to Charlottesville, Va., as a spe- 
cial agent in 1948, and was later pro- 
moted to division special agent. 

Other appointments include: R. W. 
Tubb and Barham, Columbus, 
Miss., from special agents to staff man- 
agers; J. T. Kelley, Dyersburg, Tenn., 
and H. C. Burgstiner, Savannah, Ga., 
from agents to special agents. 


REPORTS RECORD PRODUCTION 

A record-breaking May total of $7,- 
159,920 in new Ordinary insurance writ- 
ten is reported by Northwestern Na- 
tional Life. May production was 24% 
above May, 1948, and brought total 
Ordinary sales for the first five months 
of this year to $32,928,660, which is 7% 
above 1948, and slightly above 1946, best 
previous first five-months period in the 
company’s history. 








advice. 


Prudential life. 
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Thorny problems... 


are a specialty with Prudential representatives 
—clients and prospects who need helpful life 


insurance service readily turn to them for ° 


This willingness to tackle the tough ones, too, 
has given Prudential representatives a well- 
earned reputation for reliable and friendly 
service. The Prudential is proud of its repre- 
sentatives. It is proud, too, that more than 
15,000 of them have been with the company 
for 5 years or more—proof that successful 


and secure careers are a very real part of 


THE 
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a mutual life insurance company 
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Points Out Advantages 
Of Temporary Trusts 


LEON GOLD MAKES ADDRESS 





Such Trusts Do Not Increase or De- 
crease Estate Taxes, Says Speaker 
at Huber Agency 





Leon Gold of the Research Institute 
of America executive staff, made a talk 
before the Solomon Huber agency of 
Mutual Benefit here this month on tax 
savings through “temporary” trusts. 

The position he took is that the tem- 
porary trust can produce definite income 
tax savings; the gift tax will be only 
on the value of the income transferred 
and will not hit the property at all; and 
there will be no increase or decrease in 
estate taxes. 

Some of the different things which can 
be done with this type of trust, as Mr. 
Gold sees it, are these: 

1. You can get the property back. In 
other words, you specify in the trust 
that after a certain number of years 
the trust is to end and the trustee is to 
return your property. 

2. You may keep the right to change 
trustees. 

3. You may even name yourself the 
trustee as long as you administer the 
trust in the interest of the beneficiaries 
rather than for your advantage. The 
trust is effective to shift the trust in- 
come from you to the beneficiaries. 


Can Manage Trust Property 


4. You may manage the trust prop- 
erty. 

5. You may change the amounts go- 
ing to each beneficiary or even the bene- 
ficiaries themseives. 

6. Your trust can accumulate its in- 
come. 

All these rules apply to trusts which 
you may create for the benefit of your 
children but which are not designed to 
take care of their support and mainte- 
nance. Support-and-maintenance trusts, 
as well as trusts for your wife after le- 
gal separation or divorce, follow differ- 
ent principles. 

For gift tax purposes there would be 
an immediate taxable transfer even 
though the income was to be accounted 
for the beneficiary, so long as he had 
the unquestionable right to the ultimate 
distribution of the income. The tax 
would be based on the commuted value 
of the income to be accumulated. The 
trust property would be includible in the 
donor’s estate if he died during the pe- 
riod of the trust. 


Confer on LUTC Courses 


Thirty agency officers of fourteen New 
York and New Jersey companies at- 
tended a luncheon on June 14, called by 
James A McLain, president of Guardian 
Life, to discuss the Life Underwriter 
Training Council Course. This was the 
second of a series of regional confer- 
ences designed to provide company lead- 
ers with up-to-date information regard- 
ing LUTC activities. Mr. McLain, who 
is a member of the Council’s board of 
trustees, opened the meeting with a 
brief statement of its purpose and ob- 
jectives. 

Edmund L. G. Zalinski, CLU, LUTC’s 
managing director, outlined recent de- 
velopments and then conducted an open 
forum discussion of content, instruction, 
administration, scholarships and plans 
for extension of the course this fall. 





W. D. Sanders General Agent 


W. Dale Sanders has been appointed 
general agent in Fairmont, W. Va. by 
Atlantic Life, Formerly district man- 
ager for the Equitaile Life, of Wash- 
ington, D. C., Mr. Sanders is secretary 
of the Fairmont Associz ition of Life Un- 
derwriters, councilman for the Lutheran 
Church, committeeman for the Fairmont 
Cub Scouts, and a member of the Ameri- 
can Legion. 


R. R. Murphy Begins 26th 
Year at Provident L. & A. 





Raymond R. Murphy (left) and 
L. N. Webb 


Vice President Raymond R. Murphy 
of the Provident Life and Accident has 
begun his 26th year of continuous serv- 
ice with the Provident’s railroad acci- 
dent department, following silver anni- 
versary ceremonies at Chattanooga re- 
cently. President R. J. Maclellan pre- 
sented the 25th anniversary gold watch 
to Mr. Murphy and Vice Presidents 
R. L. Maclellan and L. N. Webb pre- 
sented the 25-year pin and silver anni- 
versary certificate. 

Three of the leading railroad accident 
department field producers, J. G. Mc- 
Mennamy, Fort Worth; W. L. Alexan- 
der, Russell, Ky., and A. J. Skovran, 
Bismark, N. D., attended the ceremonies 
as representatives of the railroad acci- 
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dent department field force. They pre- 
sented Mr. Murphy with a resolution of 
apnreciation signed by all members of 
the railroad accident department field 
force, and with a set of matched leather 
luggage. 

Mr. Murphy, widely known in rail- 
road and insurance circles, began his 
association with the company in May, 
1924, after completing his education at 
the University of Chattanooga and the 
University of Tennessee. During his first 
five years in the railroad accident de- 
partment he became assistant to the 
manager and assistant manager. He was 
appointed agency manager in 1938 and 
in 1941 was promoted to vice president. 





Elect F. M. Eaton a Director 


Frederick M. Eaton has been elected 
a member of the New York Life’s board 
of directors. A partner of Shearman & 
Sterling & Wright he was formerly 
general counsel of the War Production 
Board. 
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Atlanta Group Supervisor 


Eugene C. Noland has been appointed 
Group supervisor for Massachusetts Mu- 
tual Life in Atlanta. His offices will be 
with Stanley Johnsen Group regional 
manager in the Citizens & Southern Na- 
tional Bank Building. 

In addition to 14 years with the Aetna 
Life during which time he worked his 
way up from a clerk to a Group repre- 
sentative, Mr. Noland has been a sales- 
man for the Gene Craig Realty Co., and 
during the war he served in the United 
States Air Force. 


A member of the Atlanta Life Under- 
writers Association since 1940, he has 
been active as public relations officer 
of the 2nd Atlantic Squadron, C. A. P.; 
publicity director of the Atlanta Unit, 
Aircraft Owners & Pilots Association; 
and of the Atlanta Post V. F. W. Since 
1939 he has served as Scoutmaster, 
Troop 76, Boy Scouts of America, in 
Atlanta. 





Prudential Agencies Set 


New Record for Ordinary 


The record total of $80,045,216 new 
Ordinary business produced by The 
Prudential’s Ordinary agencies during 
the annual observance of “Anniversary 
Month” (May 2 through June 3) was 
the greatest ever written in the history 
of the company’s Ordinary agencies de- 
partment. It represented an increase of 
10% over the volume accounted for last 
year and of almost 20% over 1947. 

Newark led the agencies with $6,360,- 
134 of new business. Dallas, one of Pru- 
dential’s newer agencies, ran second 
with $3,067,695 and-.Kansas City, third, 
with $2,351496. 

Along with their production of Ordi- 
nary business the agencies wrote $43,- 
501,889 of Group life. For the second 
consecutive year, they set a record in 
supplementary premium income, repre- 
senting group casualty and annuities, 
with a grand total of $2,127,739, an in- 
crease of almost half a million dollars 
more than last year. The leading agency 
in the Group field was Houston. Newark 
was second and Peoria was third. 





CLYDE M. HOFF DIES 


Clyde M. Hoff, president of Dunning 
& Dunning, Aetna general agents in 
Duluth, Minn., died recently in Duluth. 
Mr. Hoff was born in Duluth in 1905. 
After experience in the real estate busi- 
ness, he attended the Aetna Casualty 
and Surety sales course and_ joined 
Dunning & Dunning in 1928. He was 
named secretary of the general agency 
in 1942 and later became treasurer. He 
was elected president of the agency in 
the fall of 1948, succeeding Clarence H. 
Dunning. 

Mr. Hoff is a former president of the 
Duluth Life Underwriters Association. 
He is survived by his widow and four 
children. 
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Will Miss O. J. Arnold 
Say Industry Officers 
DEATH WAS A SERIOUS LOSS 
LIAA President and ALC Counsel Dis- 
cuss Business Aid of Late North- 


western National Chairman 





The Eastern Underwriter asked Asa 
V. Call, president of Life Insurance 
Association of America, and Robert L. 
Hogg, general counsel of American Life 
Convention, for estimates of the late 
Oswald J. Arnold, chairman of North- 
western National Life. President Call 
said: 

“O. J. Arnold was a leader and a 
moving force in life insurance. In both 
civic and public life his fine qualities 
and his ability to strike out in new 
directions were demonstrated in many 
ways. My many long years of associa- 
tion with him lead to one conclusion: 
the life insurance business has lost a 
fine fellow.” 

Mr. Hogg’s views follow: 

“Mr. Arnold’s predominant character- 
istic was that he was fundamentally a 
practical man of business. Any plan of 
action in which he had a voice had to 
meet with that test. Once convinced of 
the soundness of an idea, he developed 
a dogged tenacity of purpose that made 
him a stalwart for those things which 
he thought to be right. As an actuary, 
he leaned toward the practical side of 
his profession, and in the applications 
of theory rather than in the develop- 
ment of theories for their own sake. 

“He was a keen student of the insur- 
ance business, and up to the moment of 
his death was intensely interested in 
modern developments in the field of his 
chosen vocation. It is not improbable 
that the actuarial leanings which he 
acquired early in life found their way 
into his thinking in his appraisal of situ- 
ations in other fields. 

“In the counsels of the American Life 
Convention in which he had always 
taken an extremely active interest, his 
passing is a serious loss. His contribu- 
tions to the business of life insurance 
during his lifetime were beyond meas- 
urement. He was one of its best loved 
and most highly regarded leaders.” 

The following were appointed as a 
joint committee to represent the Ameri- 
can Life Convention and Life Insurance 
Association of America at the Arnold 
services in Minneapolis and Chicago: T. 
A. Phillips, chairman; H. P. E. Skog- 
lund, W. E. Bixby, A. J. McAndless, 
Claris Adams, Leo Cavanaugh and John 
S. Thompson. 


Rites for O. J. Arnold; 
Many Pay Final Tribute 


Minneapolis—Business associates and 
insurance men generally paid high trib- 
ute to O. J. Arnold, late chairman of 
the Northwestern National Life of 
Minneapolis. Men closely associated 
with him in his nearly 25 years’ career 
as president and chairman of the in- 
surance company served as_ honorary 
pall bearers at the funeral June 16. 

Representatives of the Life Insurance 
Association of America and of the 
American ‘Life convention attended and 
the annual meeting of the Minnesota 
State Association of Life Underwriters 
that day was deferred long enough to 
permit members to attend the service. 
As a tribute from a local company, 
H. P. Skoglund, president of North 
American Life and Casualty, closed that 
company’s offices for three hours. 

In an editorial tribute, the Minne- 
apolis Tribune said: “Minnesota owed 
him much for the leadership he provided 
in many a worthwhile undertaking. He 
gave generously of his time and energy 
to the Minnesota heart hospital pro- 
gram and to the Minnesota Cancer So- 
ciety’s fund-raising efforts. His friends 
and associates were continually im- 
pressed by his devotedness to good 





MUTUAL TRUST GENERAL AGENT 


Guy Matherson of Syracuse, N. Y., 
is the new general agent for Mutual 
Trust Life in the New York counties 
of Onondaga, Madison, and Fulton, ef- 
fective June 15. Mr. Matherson was for- 
merly with John Hancock and Equitable 
of Iowa, for a total of some 12 years. 





causes which fell outside the immediate 
range of his business interests. And 
they admired him for his rugged loyal- 
ties, his many kindnesses, his abundant 
good humor. His passing means a real 
loss to this community.” 


VERMONT ASS’N OFFICERS 

Frederick E. Gould, New England 
Mutual, Burlington, was elected presi- 
dent of the Vermont Association of Life 
Underwriters at the association’s sales 
congress held recently in Woodstock. 


Besides Mr. Gould, who succeeds Fred 
Montpelier, 
other officers elected were Kenneth S. 


Austin, Connecticut Mutual, Burlington, 
vice president and Maxwell J. Kelley, 
secretary-treas- 
Over 100 members attended the 


S. Brynn, National Life, 


Sun Life, Burlington, 
urer, 


all-day meeting. 


NOMINATE DIRECTORS 

Nominated for directors to be elected 
at annual meeting of Insurance Society 
of New York on June 23 are James 
Elton Bragg, manager, Doremus-Bragg 
agency, Guardian Life; Richard V. 
Goodwin, vice president, Fireman’s Fund 
Indemnity; Arthur F. Lafrentz, presi- 
dent, American Surety; Clarence J. 
Myers, executive vice president, New 
York Life; Sinclair T. Skirrow, vice 
president, Great American Fire; Archi- 
bald J. Smith, president, Zweig, Smith 
& Co., and Henry C. Thorn, manager, 
marine department, North America Cos. 








MASSACHUSETTS MUTUAL LIFE 





IN over 140,000 homes and business houses across the country, the 
Massachusetts Mutual wall calendar catches the eye, advertising 
the company and its representatives. The popular appeal of the 


calendar is evidenced by the above picture of the window display 


used by a prominent New England bank. 


The calendar is one of the many featured phases of Massachusetts 
Mutual advertising which helps sell more life insurance to more 


people each year. 
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LABOUNTY HONORED AT DINNER 





Empire State Mutual Life Megr., 32nd 
Degree Mason, Receives Shriner's 
Pin; P. E. Tumblety Host 

A dinner was given in honor of Louis 
M. LaBounty, manager, graphic arts 
department, Empire State Mutual Life 
in New York, June 22 at the Lamb’s 
Club, New York, in recognition of his 
advancement to a 32nd degree Mason 
as well as becoming a Shriner. Host 
at this affair was Peter E. Tumblety, 
first vice president, Empire State Mu- 
tual Life, who presented Mr. LaBounty 
with his Shriner’s pin. 

Mr. LaBounty is now a member of 
the Consistory Thirty-second Degree of 
Aurora Grata Bodies and also a mem- 
ber of the Shrine at Kismet Temple in 
Brooklyn, 

Illustrious Potentate Earl Edick, a 
prominent Shriner of Kalurah Temple, 
Buffalo, N. Y., was one of the 
guests attending. Among insurance men 
present besides Mr. Tumblety and the 
guest of honor were Charles V. Crom- 
well, general agent, Manhattan Life in 
New York; Willard Wesner of C. J 
Simons & Co., large Newark agency, 
and Ralph Pine, general agent, Govern- 
ment Employes Plan, Empire State Mu- 
tual Life, New York. 





Hoyt Ecker Marries 


Hoyt Ecker, son of Frederic W. 
Ecker, financial vice president of Met- 
ropolitan Life, and Miss Deborah Nick- 
laus Stark, daughter of Mrs. Rex 
Franklin Stark of New York, were 
married Tuesday in All Souls Unitarian 
Church this city. Mrs. Ecker was gradu- 
ated from Vassar. Hoyt Ecker, whose 
grandfather is F. H. Ecker, chairman 
of Metropolitan Life, is a graduate of 
Milbrook School and of. Harvard where 
he was a member of Hasty Pudding. He 
served in Navy during World War II. 


Wisconsin Passes Bill 
To License Life Agents 


The Wisconsin legislature has passed 
a bill requiring the licensing of life 
insurance agents. The measure was 
sponsored by the Wisconsin Associa- 
tion of Life Underwriters and was op- 
posed by some of the farm organizations 
with life insurance auxiliaries. It will 
not apply to fraternal organizations, 

Automatic qualification for licenses for 
the estimated 6,000 life agents in the 
state is provided for. New applicants 
for licenses will be required to pass an 
examination. 





Paul Revere Appointments 


Paul Revere Life and Massachusetts 
Protective of Worcester, Mass., have 
appointed David M. Trout as general 
agent at Tampa, Fla., and Charles R. 
Honce, Jr., as general agent at New- 
ark, N. J. 

Mr. Trout has been associated with 
the companies for the past 13 years. In 
1937, he became general agent for 
northern New Jersey with headquarters 
at Newark. Mr. Honce succeeds him 
there. 

Mr. Honce attended Lehigh Univer- 
sity. He served with the Air Corps in 
World War II. He entered the insur- 
ance business following his discharge 
and has since been located in Newark 
as a successful agent. 





Asst. Manager at Chicago 


William H. Ross has been named by 
Home Life of New York as assistant 
manager at Chicago. He joined the com- 
pany late in 1948. Mr. Ross has been in 
the life insurance business for 12 years, 
having served as field manager for 
Massachusetts Mutual Life in Chicago 
and also connected with Continental 
Assurance and Occidental Life. 


Franklin Inaugurates 


Billion Dollar Club 


Formation of the President’s Billion 
Dollar Club has been announced by 
President Chas. E. Becker, Franklin Life 
of Springfield, Ill. This is the initial step 
in the company’s program to reach bil- 
lion dollar stature by 1951. The agency 
organization is now composed of five 
groups ranging from the $100,000 group 
to those who pay for $500,000 or more 
annually. Each club membership carries 
with it free Group insurance in amounts 
varying from $2,000 to $10,000. 

The new Billion Dollar Club will also 
entitle qualifying members to receive 
$5,000 of additional free Group insurance 
with $5,000 of double indemnity and dis- 
memberment benefits.. As the Franklin 
does not issue Group insurance, the cov- 
erage involved in the various clubs is 
underwritten by the Equitable. Life As- 
surance Society. 

Franklin is passing the $700 million 
mark this month. 





DAILEY ON ERIE CHAPTER BOARD 

Harold J. Dailey, general agent, Bank- 
ers National Life in Erie, Pa., has been 
elected to the board of directors of the 
Erie chapter of the National Associa- 
tion of Life Underwriters for a three- 
year term. This chapter has 200 mem- 
bers and its directors are elected by 
popular vote. Mr. Dailey has also re- 
ceived the National Quality Award certi- 
ficate being one of ten members of 
the chapter to win this distinction. 





Veterans’ Policy Refunds 


Cash refunds to some 16,000,000 vet- 
erans of World War II totaling $2,800,- 
000 will begin about next January, ac- 
cording to Carl R. Gray, Jr., Veterans 
administrator. Each former service man 
or his heirs will receive an average of 


about $175, : 


W. J. SIEGER ROTARY PRESIDENT 





Headed Montclair (N.J.) Delegation to 
International Convention; Active in 
Many Civic Affairs 
William J. Sieger, vice president and 
superintendent of agencies, Bankers Na- 
tional Life, attended the 40th annual Ro- 
tary International convention in New 
York City last week in his capacity as 
president-elect of the Montclair (N. J.) 
Rotary Club. (He will take office on 
July 5.) Mr. Sieger headed a delegation 
from Montclair of local Rotarians, all of 
whom are active in the town’s business 

or professional affairs. 





MAY BUSINESS OF GREAT-WEST 


The high level of new business pro- 
duction maintained by the Great-West 
Life during the first four months of the 
year was sustained during May. New 
business for that month was more than 
$19,000,000, an increase of 34% over May, 
1948. United States branches of the 
company showed an increase of 46% 
during the month. Chicago again led 
the company’s branches for the month 
with new business of almost $2,500,000. 
California and Vancouver placed second 
and third respectively, each with produc- 
tion of more than $1 million. Robert M. 
Hirsch of Chicago was the leading in- 
dividual producer with over $800,000. 
Robert Strother, Edmonton, placed sec- 
ond and H. P. Gregg, Calgary, third. 





WITH PRUDENTIAL 40 YEARS 

Sidney J. Herzberg, manager of the 
Milwaukee agency of The Prudential, re- 
cently observed the anniversary of 


continuous years of service with that~ 


company, all of which he has spent in 
Milwaukee. He joined Prudential as an 
agent, later becoming a partner with his 
father in the Joseph Herzberg and Son 
agency. Upon his father’s death in 1924, 
he continued to manage the agency. 

















EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVE. 
NEW YORK 16, N. Y. 


ISSUES ALL FORMS OF LIFE INSURANCE 
$10.00 Monthly Disability Income Benefits 


One and Five Year Renewable Term, Ten Year Term and Term Expectancy; Mort- 

gage Protection Insurance; Family Income Riders; Juvenile Insurance; Insurance with 

Annuity; Life Premium Reduced One-half After Twenty Years; Limited Payment and 
Endowment Contracts; Also Sub-Standard Policies Issued. 


LOUIS LIPSKY, 
President 








General Agencies available in Upstate New York, New Jersey, 
Delaware and the District of Columbia 


For further information write MURRAY APRIL, Director of Agencies 


——————— "A Company with a Friendly Atmosphere" 











HARRY YARIN, 
Vv. P. and Secretary 
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Write: PETER E. TUMBLETY 
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You will want to catch this "extra"—all 
about the brand new Disability Benefits Law 


You will want to learn about the "extra" ordinary 
position that The UNION LABOR Life Insurance Com- 


. . . about the "extra" service we have given Labor- 
Management insurance plans in the past . . . 


. . . about ULLICO's "extra" special knowledge con- 
cerning the insurance needs of wage earners . . . 


. . . and about the "extra" — you get in 
soliciting for a company whic 
what the New York Disability Benefits Law now requires. 


THe Union LABOR 


Life Insurance Company 
570 Lexington Ave., New York 22, N. Y. 
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Wide Variety of Leterman Clients 


Stores, Advertising Agencies, Motion Picture Concerns 
Among Insured; Partner Is Norman Gortz; Associates, 
Frank Kingdon, Jr., and Herman N. Bundesen, Jr. 


Elmer G. Leterman, who has fre- 
quently been the country’s leader of the 
John Hancock and also is a substantial 
writer of insurance for the Guardian 
and some other companies, has been in 
the New York insurance field for a 
quarter of a century. He estimates that 
during that period he has sold $40,000,- 
000 of life insurance to individuals and 
a quarter of a billion dollars in Group 
policies. Among his Group clients are 
cigarette companies, department stores, 
clothing manufacturers, a radio station, 
advertising agencies, motion picture 
companies and dairy organizations. He 
has written a large number of individual 
policies on prominent figures in the 
movies, on the stage or the radio, in- 
cluding Mary Pickford, Harpo Marx, 
Jimmy Durante and Bob Burns, and 
also many magazine and newspaper men. 
In turn, magazine people have recipro- 
cated by writing a number of stories 
about him. One was a Profile in The 
New Yorker. The current — 
Pageant has a four-page article about 
him, the author of which is William 


Moran. 
Started Selling at 14 


Leterman was born in Charlottesville, 
Va., where his father operated a de- 
partment store. When 14 he quit school 
to become a salesman. At 25 he entered 
the life insurance field, the debut being 
at a dinner of well known people who 
wanted to give him a flying start. The 
guests bought $1,250,000 insurance at the 
dinner. 

While doing business as a member 
of the old firm of Leterman & Gates 
that agency not only wrote substantial 
life insurance but a large volume of 
general insurance business. One of his 
clients at that period of his career had 
built a large number of skyscrapers ‘in 
New York City, all of his insurance 
being placed by Leterman & Gates. 

Present offices of Elmer G. Leterman 
& Co. are in Rockefeller Plaza. They 
are artistically decorated and contain 
photographs of many of his clients. 
Epigrams and mottoes which Mr. Leter- 
man uses effectively are given a unique 
setup which appeals to executives and 
are found on desks of numerous clients. 
Stationery of the firm contains this one, 
“Annuities Have Kept Many a Head- 
liner From Being a Breadliner.” 


Leterman’s Partner and Associates 


In partnership with Mr. Leterman is 
Norman Gortz and associates are Frank 
Kingdon, Jr., and Herman N. Bunde- 
sen, JP: 

A graduate with honors from Mont- 
clair State Teachers College, Mr. Gortz 
entered insurance as a John Hancock 
district agent in Passaic, N. J., and when 
he got the CLU degree in 1940.he was 
the first John Hancock district agent to 
earn that designation. In 1941 he was 
promoted to assistant manager of a dis- 
trict in Brooklyn, at the time being one 
of the youngest assistant managers of 
John Hancock. In 1945 he became a 
Group home office representative and a 
year later was promoted to district 
Group sales manager of the entire 
Greater New York regional territory 
of the company. His work included 
Group education and training, sales mo- 
tivation and supervision and selling. He 
taught the Life Underwriters Training 
Course at Hofstra College, Hempstead, 
Long Island, and on February 15, 1949, 
became Mr. Leterman’s partner. 

Frank Kingdon, Jr., manager of the 
Leterman Group service department, 
was graduated from Penn State in 1941 


issue of , 


where he majored in political science. 
Entering the Army as a private in 
World War II he was advanced to lieu- 
tenant. He served in the Army more 
than four years. In 1946 he entered the 
magazine writing field as assistant to 
the editor of The New Republic. In 
1947 he entered life insurance as an 
w 





ELMER G. LETTERMAN 


agent of Phoenix Mutual and in June, 
1948, became Mr. Leterman’s associate. 
He is a son of Dr. Frank Kingdon, au- 
thor, lecturer, news commentator and 
New York Post columnist. 

Herman N. Bundesen, Jr., son of Dr. 
Herman Bundesen, president of the 
Chicago Board of Health and Hearst 
columnist on medical matters, is a 
graduate of Northwestern University, 
class of ’35. His first experience as an 
insurance agent was with Mutual Bene- 
fit. In World War II he was in the 
Army as an instructor and he married 
the Armed Services Cover Girl whose 
picture was on all the recruiting posters. 
He returned to Mutual Benefit in 1947 
and became a successful agent in pro- 
duction. He is president of LUTC 
Alumni Association of Hofstra College, 
Hempstead, Long Island, is a charter 
member of the Nassau County Estate 
Planning Council and a member of 
ethics and publicity committees of the 
Long Island Underwriters Association. 

Among general agents with whom 
Elmer G. Leterman Co. places business 
are Harry Gardiner, John Hancock, and 
Julius Eisendrath, Guardian Life. 





Parkhill Rochester Manager 


Continental American Life has ap- 
pointed Norman M. Parkhill manager 
at Rochester, N. Y. He has been with 
the company two years as a personal 
producer. 
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Advanced Underwriting 
Clinic, Univ. of Illinois 


The panel of technical speakers and a 
change in previously announced dates 
have been announced for the second 
annual Advanced Underwriting Clinic of 
the University of Illinois. Dates for the 
clinic have been set as August 9-12, 
according to Dr. E. P. Strong, director 
of the school’s Business Management 
Services Division, which sponsors the 
program. 

Technical speakers, each of whom will 
be followed on the program by an agent 
who will discuss selling techniques, will 
be as follows: R. W. Hilgedag, estate 
and taxation attorney, author, and lec- 
turer on the staff of the annual New 
York University Federal Taxation Insti- 
tute, will handle stock retirement insur- 
ance. Dr. E. H. White, editor, Advanced 
Underwriting Service of Insurance Re- 
search & Review Service, will discuss 
technical aspects of sole proprietorship 
coverage. Robert Girk, estate attorney 
and lecturer on the staff of the Institute 
of Life Insurance Marketing, Purdue 
University, will speak on partnership 
coverages. Frank B. Toombs, Research 
Institute of America, will discuss the 
coordination of business insurance and 
the general estate. 

R. W. Osler, editor of life publica- 
tion for Rough Notes Co., is chairman. 
The session will open with a report by 
Dr. R. I. Mehr, head of the university’s 
academic insurance curriculum based on 
an extensive research conducted by the 
school last fall on the extent of the 
use of business insurance in representa- 
tive cities. 





OREGON MANAGERS ELECT 

Arthur W. Austin agency manager 
for the Phoenix Mutual, was elected 
president of the Life Insurance Man- 
agers Association of Oregon. Leo D. 
Hogan, district manager for Canada 


Life was chosen vice president and 
Walter G. Korlan, general agent for 
Capital Life was named secretary - 
treasurer. 








LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








“Never Underestimate the | 
Power of a Woman..." 


Nor the powerful appeal of policies 
with the same rates and benefits for 
women as for men. 


“Ask Peyser About It" 


PERCY A. PEYSER, Gen. Agft. 
The Manhattan Life 


140 West 57 St., N.Y. C. Cl 7-3963 














Buffalo Managers Elect 


Charles C. Browning, manager, New 
York Life, was elected president of the 
Buffalo Life Managers Association at 
the annual golf tournament and dinner 
at the Wanakah Country Club. He suc- 
ceeds Bernard B. Hoffman, CLU. 

Other officers elected were: Joseph R. 
Ruwoldt, general agent, Columbian Na- 
tional Life, vice president; William L. 
Wadsworth, general agent New England 
Mutual Life, secretary; George H. 
Johnston, manager life department, 
Charles F. Joyce Co., general agents 
Continental Assurance, treasurer; and 
William J. Kreish, district manager Pru- 
dential, director for three years. 

Senator Walter J. Mahoney was the 
dinner speaker. Stanley C. Collins, past 
president New York State Association 
of Life Underwriters was a guest. 


HOME OFFICE—EAST ORANGI 


VW. wish to take this 
opportunity to thank ail 
our friends and associates 
for their greetings and 
messages of good will on 
the occasion of the open- 


ing of our new Home 


Office building. 
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PRESERVING BUSINESS RECORDS 

Recent studies made by the National 
Records Management Council of New 
York prove that of the records held by 
an average business organization less 
than 10% must be kept indefinitely or 
permanently; an additional 20% must 
be retained in office space and equip- 
ment to meet current operational needs; 
approximately 30% can and should be 
transferred to economical and efficient 
storage; and approximately, 35%, the 
balance, is unessential to company oper- 
ations and should be destroyed. Assum- 
ing that these figures are correct, the 
saving to a business concern in space 
and equipment costs can be very large. 

The National Records Management 
Council is a non-profit organization es- 
tablished in 1947 to help American in- 
dustry in the management and preser- 
vation of business records. Among its 
ieading cooperating organizations are 
the Rockefeller Foundation, American 
Historical and Economic History Asso- 
ciations and New York University. The 
Council maintains a staff of records 
Management analysts, professional ar- 
chivists and trained historians. Its pro- 
gram is administered by a board of 
directors elected from the 
management, archival and historic pro- 
The Council aids business in 
controlling record making and__ filing 
operations, evaluating record accumula- 
establishing a records center, 
creating a company archives, capitalizing 
archives in a company history, training 
in records and archives management and 
providing an information service. One 
of the directors is Herman Knauss, 
head of the planning division of the 


Mutual Life of New York. 


business 
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U. S. MUST PAY DAMAGES FOR 
BREACH OF CONTRACT 
That the United States must pay 


for breach of contract the 
same as private individuals is featured 
in the digest of recent court decisions 
made for the magazine Credit and 
Financial Management by Attorney Carl 
B. Everberg. 


damages 


Case was that of United States Court 
of Claims, David J. Joseph Co. vs. 
United States. The Government con- 
tracted in July, 1941, with the plaintiff 


for 60,000 tons of scrap iron and then 
by an amendment to the contract, for 
another 20,000 tons, at a total of $1,284,- 
000. There was no clause in either the 
contract or amendment authorizing the 
Government to cancel the contract. No 
complaint was at any time made as to 
the quality of the iron nor as to de- 
livery, except that at times there was 
difficulty in obtaining shipping facilities 
for which the court did not hold the 
plaintiff responsible by reason of cer- 
tain provisions in the contract. 


In October of the same year the 
United States wrote the plaintiff can- 
celling the contract for the reason, as 
stated, that the British Commission had 
withdrawn from the scrap iron market. 
It directed plaintiff not to make any 
more deliveries, although plaintiff was 
at all times ready, Mr. Everberg re- 
viewed, willing and able to perform sub- 
ject to the temporary difficulties in 
obtaining ships. 

Opinion giving judgment for the plain- 
tiff for $23,410 was delivered by Judge 
H. J. Howell for the Court of Claims. 
The court said the cancellation “cannot 
be legally justified either by the terms 
of the contract or by the reasons given 
in the letter of cancellation.” 





Edward J. Miller, of Edward J, Miller 
& Co., Louisville veteran fire and casu- 
alty insurance agent and Republican 
political leader, has been nominated by 
Mayor Charles Farnsley, Louisville, as 
a University of Louisville trustee, to 
fill a vacancy caused by the recent death 
of J. Verser Connor, who had con- 
tributed materially to estate insurance, 
through being the father of legislation 
covering taxation of insurance benefits. 
Mr. Miller, 68 years of age, has spent 
his lifetime in insurance, and has been 
a Republican leader, and was chairman 
of the Board of Public Works under the 
late Republican Mayor William B. 


Harrison. 
* * * 


Henry C. Thorn, manager of the 
marine department in New York of the 
Insurance Company of North America 
and chairman of the executive commit- 
tee of the Insurance Section, New York 
Board of Trade, left for the Pacific 
Coast on June 12, accompanied by Mrs. 
Thorn, for a three week vacation. While 
on the Coast Mr. Thorn will visit San 
Diego to attend the wedding of his 
nephew and later visit Los Angeles, 
Santa Barbara and then San Francisco, 





Brown Bros. 


WARREN L. GRAVELY 


Warren L. Gravely has been elected 
secretary of the Home Insurance Com- 
pany and will supervise the company’s 
entire operations in Texas making his 
headquarters at 411 Great National Life 
Building, Dallas. A native of Texas, 
Mr. Gravely received his education at 
Southern Methodist University. His en- 
tire insurance career has been with the 
Home. He served as a state agent in 
Texas until 1945 when he was trans- 
ferred to Richmond, Va., as a_ state 
agent. In 1947 he was transferred to 
the Southern department of the Home 
in New York and elected assistant sec- 
retary. 

‘ Jee 

W. Watson House, CLU, general 
agent in Connecticut for New England 
Mutual Life, has been elected vice nres- 
ident and a director of the Hartford 
Tuberculosis Society. 

ae ee 





Clancy D. Connell (left) and 
William P. Welsh. 


Honored by Hamilton College at Clin- 
ton, N. Y., at its 139th Commencement 
on June 12 was William P. Welsh 
(right), a member of the Class of 1919 
who last year was president of the Na- 
tional Association of Insurance Agents. 
With him is Clancy D. Connell, Hamil- 
ton ’12, and former president of the 
National Association of Life Underwrit- 
ers and now vice chairman of the college 
board of trustees. Mr. Welsh received 
a degree of Master of Humane Letters. 
Among other recipients was General 
Omar N. Bradley, Army Chief of Staff. 





John A. Brundage of Mutual Benefit 
Life’s agency department is the proud 
father of a baby daughter, born June 15 
at Orange (N. J.) Memorial Hospital and 
weighing 9 lbs. 7 ounces. The event was 
also of personal interest to Mr. Brund- 
age’s father-in-law, Ralph R. Louns- 
bury, president, Bankers National Life 
of Montclair, N. J., who has now be- 
come a grandfather for the second time. 

hae he 

Hazle G. Bird, manager of the Pru- 
dential Traverse City (Mich.) district 
office for nearly 21 years, observes this 
month the anniversary of 35 years of 
continuous service with that company. 
He joined Prudential as an agent in 
Boyne City, Mich. in 1914, and two 
years later was made assistant man- 
ager at Cadillac, Mich. He assumed his 
present position in 1928. 

x ok 


Oscar A. Herbst, Northwestern Na- 
tional Life, was recently elected presi- 
dent of the Indianapolis chapter of the 
Purdue Alumni Association for the year 
starting June 1, 1949, 
ae ae 


Harold E. Stassen (left) and 


Thomas I. Parkinson. 


Harold E. Stassen, president of Uni- 
versity of Pennsylvania, conferred the 
honorary degree of Doctor of Laws on 
Thomas I. Parkinson, president of Equi- 
table Society, on June 15 at the U. of P. 
commencement exercises. The citation 
noted that Mr. Parkinson won Philadel- 
phia’s John Muir Scholarship to the 
Law School of U. of P., from which he 
was graduated in 1902. Continuing, the 
citation said: “After practicing law for 
some years in Philadelphia you moved 
to New York City where eventually you 
became director of the legislative draft- 
ing department of Columbia University, 
then its professor of legislation and 
finally dean of its School of Law. But 
insurance claimed you, and today you 
are president of the Equitable Life As- 
surance Society, one of the great com- 
panies of our time. Director of many 
corporations, you serve Columbia Uni- 
versity and your alma mater, Univer- 
sity of Pennsylvania, as trustee. Blessed 
with intellectual talents you own a 
priceless prize, an education. Thus 
equipped, by application and ability you 
achieved great position as professor, as 
dean of law, as executive and business 


leader.” 
ts lea 


Roy Utley, general agent in Los An- 
geles for the Beneficial Life, Salt Lake 
City, has been elected a bishop of the 
Church of Jesus Christ Latter Day 
Saints (Mormon), and has assumed the 
duties of his position. 
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London Gives Good Reception 
to McCullough and Kline 


Roy McCullough and George E. Kline, 
New York Insurance Department, who 
are in Europe studying social security 
and corollary subjects, have been well 
received in London where they began 
their study. They are interviewing a 
large number of people, not only in- 
surance men but those who have a part 
in carrying out the British social wel- 
fare plan which at the start was desig- 
nated as “Cradle to the Grave.” 

At the Prudential Assurance, largest 
individual company of Britain, they had 
a talk of some hours with executives 
and, returning at a later date, there 
was assigned to them a member of the 
field staff so that they could get first 
hand views of the practical operation 
of the social insurance schemes in Eng- 
land, and to an expert, a former mem- 
ber of an Approved Society, so that as 
broad a picture as possible could be 
given of subject the New Yorkers are 
studying. 

In fact, they have been shown cour- 
tesies by a number of companies, who 
have given all opportunity in their power 
to see that the representatives of the 
New York Department get all the in- 
formation possible about the British 
situation. One of the things which 
quickly impressed them was the strong 
arguments which the British companies 
have to buttress the position of private 
enterprise against nationalization of in- 
surance, and the attitude of the heads 
of the British government in opposition 
to nationalization of insurance. They 
are also studying attitude of the Labor 
party in order to learn all sides of the 
situation. 

eer oe 


N. Y. Department Man’s Study of 
Mail Order A. & H. Regulation 


One of the reports to be made at 
Seattle convention of Insurance Com- 
missioners which will be widely read 
is on unauthorized insurance. This re- 
port will be distributed at the con- 
vention. 

Because unauthorized insurance has 
been so much in the public eye, has so 
many ramifications, has caused so much 
controversy, has Federal as well as 
state implications, has been subject of 
court decisions and especially because 
of the interest in the subject by the 
Commissioners: themselves, Superintend- 
ent Dineen sometime ago assigned 
George H. Kline of the New York 
Department to make a study of this 
subject. The industry is familiar with 
developments of the past year or so, 
including proposed Fair Trade Practice 
rules of Federal “Trade Commission, 
hearings by the Mahoney committee of 
New York legislature, constant discus- 
sion at some hearings of National Asso- 
ciation of Commissioners, investigation 
by Post Office Department, differences 
of opinion as to jurisdictions of courts, 




















some abuses bv unauthorized insurers. 


There was a lot of work ahead for 
Mr. Kline, a lawyer, and indefatigable 
worker and a_ special consultant to 
Superintendent Dineen. His study was 
exhaustively made, took many months 
and had the cooperation of many spe- 
cialists who aided the inquiry. Mr. Kline 
completed his report which is called 
“Regulation of Mail Order Accident and 
Health.” It has been printed and copies 
have been sent to Seattle. 

The Kline report is unusually compre- 
hensive, is made as objective as pos- 
sible, brings out the conflicting view- 
points. The views expressed in the 
report are those of Mr. Kline, the study 
being a public service production orig- 
inating in the New York Department 
and made to help groups of various 
kinds reach conclusions. The report does 
not necessarily represent the depart- 
mental policy in New York. It was 
written on theory that the problem of 
unauthorized insurance is a_ national 
one, with jurisdictional problems to be 
carefully considered. Mr. Kline has 
gathered facts about existing state 
powers, their utilization; Federal legis- 
lation in aid of state powers; how states 
have cooperated with Post Office De- 
partment, and also takes up question 
of Federal control. There are many 
appendices. 

The report is addressed to the fol- 
lowing chairmen of National Associa- 
tion of Insurance Commissioners com- 
mittees: Donald F. Dickey of Unau- 
thorized Insurance Committee; Donald 
Knowlton, .Accident and Health Com- 
mittee; Wallace K. Downey, subcom- 
mittee on Minimum Requirements; 
George B. Butler, Laws and Legislation 
Committee, and J. Edwin Larson, Fed- 
eral Trade Commission special subcom- 
mittee. All of those committees have 
some bearing on the question of regu- 
lation of mail order accident and health 


insurance. 
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World Representation at Sir James 
Dyer Simpson Farewell Parties 


Sir James Dyer Simpson, who retired 
as chief general manager of Royal- 
Liverpool on May 31 after 45 years of 
service with the Group, was guest of the 
home office staffs and many Royal- 
Liverpool representatives from Great 
Britain and overseas on May 17 in 
Liverpool. Harold Conick, United States 
manager of Royal-Liverpool; James 
Matson, C.B.E., manager for Canada, 
and James Faram, manager for Aus- 
tralia, were among those present who 
paid tributes. It was a family party with 
the restaurant decorated with spring 
flowers. Many cables and telegrams 
were received. 

J. W. Berry, one of the general man- 
agers of the Royal-Liverpool Group, 
was chairman of the event. He said the 
present cohesion of this group of com- 
panies, both home and overseas, had 
largely been due to the untiring efforts 


of Sir James who had shown breadth 
of vision and great courage of energy. 

All of their friends in Great Britain 
and throughout the world were thinking 
of chief general manager and Lady 
Simpson on the eve of his retirement 
and he had the greatest pleasure in 
asking Lady Simpson and Sir James to 
accept with heartfelt wishes for their 
future health, long life and happiness, 
of the gifts of a diamond brooch and 
of a George II mahogany secretaire 
bookcase from the management and 
staffs of the Royal, Liverpool & Lon- 
don & Globe, British & Foreign, Thames 
& Mersey, British Engine and other 
associated companies. 

Sir James, on rising to reply, received 
an ovation. In expressing his thanks, he 
paid a generous tribute to Lady Simp- 
son for her help and encouragement 
throughout the years. He told how he 
had realized that top management was 
a life’s work, not simply a career. He 
had sought to achieve various harmonies, 
the most important of which was a har- 
monious management and staff, corre- 
lated to complete confidence and under- 
standing between chairman and direc- 
tors, and the management. For the past 
20 years, he said, that condition of af- 
fairs had prevailed in the group to the 
mutual benefit of all, and to the un- 
questioned benefit of the companies and 
their shareholders. 

Sir James said one could not hand 
over executive management without 
some sense of regret at the loosening 
of many happy, close, personal ties, but, 
apart from that aspect, there was every- 
thing to be said for retirement, as early 
as circumstances would allow—because 
early retirements implied the corollary 
of early promotions. 

Among those at the affair were Har- 
old C. Conick, United States manager 
of Royal-Liverpool Group; James Mat- 
son, C.B.E., manager for Canada, and 
Fred Faram, manager for Australia, all 
of whom paid eloquent tribute to Sir 
James and Lady Simpson and presented 
gifts on behalf of their respective col- 
leagues and staffs. Mr. Matson also 
presented a Chippendale knee-hole table 
on behalf of the Liverpool & London & 
Globe’s chief agents in Toronto—Reed, 
Shaw & McNaught. 

On May 16 the branch managers of 
the insurance companies in Liverpool 
presented Sir James with a gold pencil 
and a bouquet of roses at a party they 
gave him. 

Another event was a dinner party 
given by Col. A. C. Tod, chairman of 
the Royal and L. & L. & G,, attended 
by directors and their wives at which 
an antique mahogany striking grand- 
father clock, by Gray and Johnson 
was presented to Sir James and a dia- 
mond flower clip brooch was presented 
to Lady Simpson. . 


Arts and Craft Exhibit by Staff 


Members of Insurance Company 


In London recently an exhibit of arts 
and crafts by members of the London 
Assurance Staff Club was held. Home 
handicrafts were represented in the 
shape of handsome rugs, woodwork, 
leatherwork, embroidery. Among a num- 
ber of model ships and .galleons was 
a fine model of the Bounty, 1787, made 
to Admiralty specification, Most original 
exhibit was a Maori tribal god carved 
out of wood by A. E. A. Lee, who was 
responsible for much of the organizing 
work. The exhibit was opened by J. A. 
Pollen, new general manager and it was 
held at 1 King William Street. 
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Why New Company Will Specialize 
on Japanese Citizens 


I wrote a letter to Thomas J. Mvles 
of Oakland, Cal., in which I asked him 
for further details about the emphasis 
on Japanese risks which has been 
printed in connection with the Western 
Pioneer Automobile Insurarce Co., 
being organized in Oakland, Cal., and 
of which company Mr. Myles is an of- 
ficer. In reply he sent me the prospectus 
of the company, signed by Ralph L, 


Jensen who has been elected president. 
In the prospectus Mr. Jensen said in 
part: 

“The promoters are Ralph L. Jensen, 

C. Park Henry and Thomas F. Myles, 
none of whom has had experience as 
insurance executives as described in the 
prospectus under head of ‘Organizers 
and Organization.’ 
_ “The registrant intends to specialize 
in insurance of persons of Japanese 
descent. The promoters are interested in 
this organization in their own behalf 
for they believe there is a need for a 
company such as this; and the idea for 
so doing resulted from a personal sur- 
vey disclosing a desire of many Nisei to 
insure with such a company. Conse- 
quently, it is the present intention of 
the organizers to offer the stock initially 
to Nisei citizens and if they purchase 
a majority of the stock they will be 
represented on the board of directors. 
The registrant intends to designate 
Nisei insurance brokers or agents not 
exclusively, but in areas where Nisei 
are concentrated then Nisei agents will 
be used. 

“Some insurance companies may ap- 
pear to consider risks on persons of 
Japanese descent less desirable, but this 
company believes that their active par- 
ticipation in the recent American war 
effort will eventually minimize any re- 
maining prejudice, if any, so that it 
will become a negligible factor in con- 
sidering insurance risks. The company 
will be, of course, in business to write 
insurance for all qualified persons and 
will in no way restrict its operations 
and protections to any one class thereof. 

“It will be the policy of the company 
to take out such reinsurance as good 
management will dictate. Certain rein- 
surance markets will be open for antici- 
pated needs and will be availed of where 
deemed necessary as a conservative pre- 
caution even though cost of operation 
may be thereby made slightly more ex- 
pensive, Though some other insurers 
may appear to consider risks on persons 
of Japanese descent as sub-standard, and 
though this company lacks an operating 
history, it is not believed that either 
factor will appreciably affect the avail- 
ability of reinsurance. The concentration 
of risks will be limited so as not to 
subject the company to the possibility of 
a loss which will exceed 10% of the 
amount of its capital and surplus at any 
one time. Initially, the company intends 
to specialize in the insurance of persons 
of Japanese descent and to secure re- 
insurance protection as aforesaid. Every 
precaution will be taken to avoid insur- 
ing any particular risks which appear 
to be unsound or otherwise unlikely to 
be profitable.” 

Rawlin L. Jensen, who initiated the 
company and was its first president, is 
owner of the Utah Motor Club of Ogden, 
Utah, and is in the insurance business 
there. When it was decided that West- 
ern Pioneer would be located in Oak- 
land, Cal., Rawlin Jensen resigned and 
his brother Ralph L., who lives in Oak- 
land, was elected president. Ralph L. 
Jensen started work with the Citizens 
Bank & Trust Co. in Idaho. In 1924 he 
was with the credit department of In- 
ternational Harvester Co. and then was 
made credit manager of the Mankato, 
Minn., branch after which he was trans- 
ferred to the sales department. He was 
assistant branch manager of the har- 
vester company in St. Joseph, Mo., when 
he resigned to go into business for him- 
self and engaged variously in the tire 
and advertising fields and in farming. 
From 1941 to 1943 he was the automotive 
adviser for the United States Govern- 
ment in the Ninth Service Command. In 
1943 and 1944 he was manager for a 
grain distributor in Idaho and since 1944 
has been in sales and jobbing commodity 
activities. 

C. Park Henry, also an officer of the 
Western Pioneer, was in construction 
work in Southern California and in the 
trucking and machinery business in San 
Francisco Bay areas. He has had ex- 
perience in liquidating industries and in 

(Continued on Page 29) 








Page 22 


Che 50th Year 








Oe 50th Year 





June 24, 1949 











Winslow Advanced by 
National of Hartford 


STEVENSON NOW TREASURER 


Davies Elected Assistant Treasurer; 
Winslow Has Headed Investment 
Department for 20 Years 





Following a meeting of directors of 
the National Fire of Hartford June 20, 
announcement was made that Cameron 
Winslow, head of the National’s invest- 
ment department, was relinquishing the 
title of treasurer, retaining the title of 
vice president and continuing as the 
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CAMERON WINSLOW 


executive officer in charge of the in- 
vestment department with increased 
responsibilities. 

Holly W. Stevenson, who has been 
secretary and assistant treasurer, will 
be secretary and treasurer, and Arthur 
F. Davies, Jr., was elected assistant 
treasurer of the National. 

Vice President Winslow was educated 
at the Taft School and Yale College, 
and served in the United States Marine 
Corps during World War I. After ex- 
perience with investment counsel organi- 
zations and in the trust department of 
the Fulton Trust Co. of New York City, 
he joined the National in 1929 as head 
of its investment department. 

Stevenson Career 

Mr. Stevenson was born in Winches- 
ter, Ky., and is a graduate of George- 
town College (Ky.) and the Harvard 
Business School. Before going to Hart- 
ford, he was professor of economics at 
Georgetown College, assistant cashier of 
the Winchester Bank, Winchester, Ky., 
and investment analyst of the Security 
Trust Co., Lexington, Ky. He joined the 
National Fire in 1930 as assistant secre- 


N. Y. Dept. Rejects 
Jewelry Deviations 

NORTH AMERICA’S EXCESSIVE 

Martineau Says 20%, Not 25%, May Be 


Acceptable; 10% Cut of Inland 
Marine Bureau Inadequate 








Deputy Insurance ~ Superintendent 
Walter F. Martineau of New York de- 
nied late last week the application of 
the North America Companies for a 25% 
deviation from existing personal jewelry 
insurance rates, and at the same time 
denied a proposed 10% reduction in the 
Inland Marine Insurance Bureau rates 
for these lines. 

Both proposals had been the subject 
of a hearing held by the New York In- 
surance Department on June 13. The 
decision stated that the evidence pre- 
sented by the North America Companies 
would sustain a deviation of approxi- 
mately 20% from existing rates but not 
the 25% requested. Since the Depart- 
ment’s authority is limited to acceptance 
or rejection, it was necessary to reject 
the application. 


IMIB Filing Inadequate 


The proposed 10% reduction in the 
general rate level for these lines was re- 
jected on the ground that it is inade- 
quate, and the Inland Marine Insurance 
Bureau was directed to submit a new 
filing promptly, adjusting rates in ac- 
cordance with the indications of the evi- 
dence presented. 

In a joint letter to the North America 
Companies and the Inland Marine In- 
surance Bureau Mr. Martineau says fur- 
ther with respect to the former’s devia- 
tion proposal: 

“We do not decide at this time 
whether the Department was required 
to reject the deviation for another rea- 
son, namely, that the proposed deviation 
was confined to personal jewelry insur- 
ance written under the personal jewelry 
policy whereas the data presented in 
support of the deviation also embraced 
scheduled jewelry insured under the 
personal property floater. 

“This Department is required by Sec- 





tary of the investment department; in 
1940, he was elected assistant treasurer 
of the corporation, and in February, 
1944, became secretary in addition to 
continuing as assistant treasurer. He 
has been active in community and 
alumni activities and at present is a 
member of the budget committee of 
the Greater Hartford Community Chest. 

Mr. Davies, who was elected assistant 
treasurer, was born in Newark, N. J., 
and, after attending the Salisbury School 
in Connecticut, he was graduated from 
Princeton in 1936 and from Harvard 
Business School in 1938. After experi- 
ence in the securities research depart- 
ment of the Bank of New York, he 
joined the investment department of the 
National in February, 1942. 


Noted Figures at Insurance Society’s School 





The picture above was taken at the Chamber of Commerce of the State of 
New York on the occasion of the commencement exercises of the Insurance School 
of Insurance Society of New York. Reading from left to right are President 
Leroy A. Wilson, president of American Tel. & Tel. Co.; Albert G. Borden, presi- 
dent, Insurance Society of New York; Hendon Chubb of Chubb & Son, and 


Devereux C. Josephs, president, New York Life. 


Messrs. Wilson and Josephs 


discussed insurance as a career for young men and complimented the graduates 
of the Insurance School on their desire to increase their knowledge and make 


themselves more efficient in their chosen career. 


diplomas to the graduates. 


Mr. Chubb presented the 





tion 180(1) of the Insurance Law to 
interpret liberally the provisions of the 
rating article, including the deviation 
section, and for that reason this denial 
of the proposed 25% deviation is with- 
out prejudice to renewal of an applica- 
tion by the North America Companies 
for a deviation in a form and at a rate 
supported by the evidence. 
Disagrees With Bureau 

“In order to eliminate any misunder- 
standing in connection with the new fil- 
ing which the Inland Marine Insur- 
ance Bureau is directed to make, we 
make plain that we are unable to agree 
with the statement contained in the 
bureau’s filing letter that: 

“The nature of inland marine insur- 
ance is such that no general rules re- 
specting permissible loss ratios or profit 
and catastrophe factors may be made 
applicable to the business in general or 
uniformly applied to the many classes 
comprising the inland marine portfolio. 

“In our opinion it is encumbent upon 
any rating bureau, in making or revis- 
ing rates on the basis of loss experi- 
ence, to determine and to state the pro- 
vision in such rates for losses. It is 
granted that data may not at all times 
be available in the desired detail to de- 
termine precisely what would be reason- 
able provisions for expenses and for 
profit; but it is necessary in such cases 
that provisional determinations be made 
using such data as may be available as 
a guide in the exercise of judgment. 

“In view of the fact (1) that even a 
liberal construction of the deviation sec- 
tion does not permit*the Department to 
modify a deviation, (2) that the Bureau 
is directed to submit a new filing 
promptly, and (3) that the indicated 
justification for a 20% deviation is based 
in large part on redundancy in the pres- 
ent rate level, it is suggested that any 


New Multiple Risk Plan 
To Recognize Loss Ratios 


The new interstate multiple location 
risk rating proposal, which will be sub- 
mitted to the National Association of 
Insurance Commissioners this week-end 
at the outset of the Commissioners’ con- 
vention at Seattle, recognizes loss ex- 
perience, but not expense factors, ac- 
cording to Charles P. Butler, vice presi- 
dent of the National Association of 
Insurance Agents. 

Speaking before the New England 
agents at their summer meeting at Bret- 
ton Woods, N. H., last week he said 
the new plan, which he feels will be 
accepted by the NAIC, will use a 15% 
commission factor, and rates will be 
predicated on a loss and loss expense 
factor of 55%. He said the NAIA helped 
in finding the’ solution, which is “rea- 
sonable, even if imperfect.” 


Auto Fire, Theft, Collision 
Rates Cut 15% in Michigan 


Filings of the National Automobile 
Underwriters Association providing for 
rate cuts of 15% in passenger automo- 
bile fire, theft and collision rates, other 
than for full coverage or $25 deductible, 
have been approved by the Michi- 
gan Insurance Department. The rates 
changes are effective as of June 1. The 
loss ratio on the $25 deductible collision 
rate increased in 1948 to 81.3% from 
67.6% in 1947 and hence no cuts in that 
group were justified. 








renewal of the North America Compa- 
nies’ application for a deviation should, 
if possible, take into account the new 
filing submitted by the Bureau.” 
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Mandatory Wind Clause 
Not Changed in Texas 


OPTIONAL FULL COVER DENIED 





Board of Commissioners Cites Ten Rea- 
sons Why Removal of Mandatory 
Clause Would Not Be Helpful 





The Board of Insurance Commission- 
ers of Texas has denied a proposal to 
allow an optional $100 deductible clause 
for windstorm and extended coverage 
insurance. At the present time there is 
a mandatory $100 deductible and at- 
tempts were made to permit full cover- 
age with a differential in the rate be- 
tween the deductible cover and full in- 
surance. Following a lengthy hearing 
the Board of Commissioners ordered 
that there be no change in the man- 
datory deductible claus@wat this time. 
Citing its reasons for refusing to sanc- 
tion optional full coverage the board 
says: 

“1, To make the first $100 of wind- 
storm, hurricane and hail insurance op- 
tional would require such a high rate 
for windstorm and extended coverage as 
would in all probability be prohibitive to 
the buying public. 


All Rates Would Be Raised 


“2, Removal of the mandatory $100 
deductible clause on windstorm, hurri- 
cane and hail would necessitate the rais- 
ing of rates on all policies in Texas 
for such coverage above the first $100 
of protected insurance to an extent in 
excess of 50% of the present rate, and 
thus penalize the entire insurance buy- 
ing public in order to insure the ab- 
normal cost of losses under $100. 

“3. Because it now appears most 
likely that inland rates can likely be 
reduced during the year 1949, and thus 
be of greater benefit to the majority of 
the public than the payment of full 
coverage to those sustaining loss to the 
extent of $100 thereunder. 

“4. Because full coverage would be 
required by the mortgage companies to 
the prejudice to the ‘little man’ with 
home and businesses valued at less than 
$5,000, and the small home owner and 
business owner would not in reality have 
free choice of full coverage or $100 de- 
ductible. 

“5. Because at the present time it ap- 
pears unfeasible and economically un- 
sound to make optional full coverage 
for windstorm, hurricane and hail in- 
surance in Texas. 

“6. Because full coverage defeats the 
primary purpose of loss against catas- 
trophe by virtue of voluminous small 
claims. 

High Adjustment Costs 


_ “7. Because of the excessive expense 
incident to the adjustment of small 
claims under $100 and the necessity for 
high rate regarded as excessive in order 
to make available the protection against 
the first $100 of loss. 

_ “8. Because of the excessive expense 
in material for repairs on small losses 
less than $100 when insurance companies 
are required to pay the cost of thou- 
sands of repair jobs in a congested area 
visited by windstorm or hail. 

_ “9. Because of the present practical 
impossibility for the companies to 
secure reinsurance in catastrophe loss in 
the same area from the same catastrophe 
where full coverage is given. 

“10. Because sufficient time has not 
passed since the inception of the $100 
deductible clause on September 1, 1946, 
for the board to have sufficient statistical 
data from experience to enable it at this 
time to make a change by intelligent 
decision, which would assure a better 
situation than presently exists. 

“The board does not consider this 
question closed, It recognizes that it 
must continue to~ study experience 
figures and the results, and to this end 
It is requiring the insurance companies 
to furnish detailed records of losses and 
loss adjustment expense.” 

In spite of this action the House of 
Representatives of the Texas Legis- 
lature on June 22 considered S.B. 22 


Butler Hopes There Won’t Be Rate 


Or Commission War in Pennsylvania 


Increasing commissions or decreasing 
rates largely for competitive purposes 
were hit by Charles P. Butler, executive 
vice president of the National Associa- 
tion of Insurance Agents, in a talk to 
the Insurance Agents and Brokers Asso- 
ciation in Philadelphia this month. It 
is in Pennsylvania that several fire com- 
panies are seeking certain rate reduc- 
tions while other carriers are fighting 
such changes. Presenting what he 
termed fundamentals with respect to 
commissions and rates Mr. Butler said: 

Commissions 

“(1) Commissions must be reasonable. 

“(2) Commissions should be no part 
of a company’s program for competition. 

“(3) All agents do not perform the 
same kind and extent of services. 

“(4) Agents are entitled to a remun- 
eration, adequate to cover their costs 
plus a profit. Those costs are not the 
same in each part of the country. 

“(5) When the relationship between 
company and agent is created, there im- 
mediately springs into being obligations 
and rights in each party to that relation- 
ship; rights and obligations which are 
not respected when either party pro- 
ceeds on a course that is entirely uni- 
lateral. The companies have particularly 


offended since their record for the most 
part reveals this unilateral attitude des- 
pised by agents. 


Deviations 
“Finally, I respectfully submit this 
principle. Deviations are not a sound 


means of solution for any commission 
program. Deviations start disastrous 
rate wars and they cut agents’ income. 
Deviations are but another manifesta- 
tion of the disregard of the agents’ 
rights and status. 

“It is obvious that stability in rate 
levels is desirable if not altogether man- 
datory. It should be equally obvious 
that if commission levels are not fair 
and reasonable, the instability in rate 
levels can stem directly from instability 
in commission levels. 

“If there be a redundancy in the rate 
levels, there is an orderly procedure pro- 
vided for making rates reasonable, ade- 
quate and not unfairly discriminatory. 

“T urge upon all companies doing busi- 
ness in the state of Pennsylvania to stop 
at once any incipient rate or commission 
war and use the orderly procedures 
available. Cooperation will never fail us 
in the insurance business. The spirit of 
cooperation must be nourished.” 





MALONE DEFENDS RATE CUTS 





Pa. Commissioner Wants Court to Dis- 
miss Companies’ Moves to Stop 
North America Action 


An order to show cause why an ap- 
peal by the Globe & Republic from an 
approval of the North America Compa- 
nies’ 15% rate reduction in Pennsylvania 
should not be dismissed, was asked by 
Insurance Commissioner James F. Ma- 
lone, Jr. of that state. His request was 
made in the Dauphin County Court at 
Harrisburg. 

Mr. Malone’s petition contended that 
the appellant had failed to appear at 
the February 7 hearing on the North 
America rate reductions: and had failed 
to show it was an aggrieved party. The 
petition alleged that the appellant com- 
pany was one of 52 companies which 
had requested a hearing before the In- 
surance Commissioner pursuant to their 
complaint against his approval of fire 
rate reductions by the North America 
companies. The court granted the peti- 
tion and issued a rule which is return- 
able July 18. 

Commissioner Malone has fixed July 
7 at Harrisburg for a hearing on the 
complaint which had been presented to 
him on June 10 by 52 fire insurance com- 
panies, which asked the Commissioner to 
suspend his approval of the North 
America rate reduction. Mr. Malone ad- 
vised these companies that at such hear- 
ing they may present evidence to sup- 
port their complaint. 

In addition to these actions Mr. Ma- 
lone fixed dates for hearing on applica- 
tions for fire rate reductions by eleven 
insurance companies as follows: 

July 11, the Home; July 12, Fire Asso- 
ciation of Philadelphia, Lumberman’s, 
Reliance of Philadelphia, Philadelphia 
National; July 13, Phoenix, Connecticut 
Fire, Equitable Fire & Marine, Minne- 
apolis Fire & Marine, Sea and Federal. 





which would, by law, prohibit the Texas 
Board of Insurance Commissioners from 
ever ordering a mandatory deductible 
for windstorm and hail insurance. Some 
of the legislative proponents of this bill 
attended the public hearing. The insur- 
ance fraternity is opposed to any law 
which would take away authority of the 
Board of Insurance Commissioners in 
insurance matters. 


52 Companies Attack 
North America Deviation 


Fifty-two fire companies, by court 
action, have attacked the rate deviation 
granted by Insurance Commissioner 
James F. Malone, Jr., of Pennsylvania 
to the Insurance Company of North 
America. The rate reductions apply in 
Philadelphia, Philadelphia suburban area 
and Pittsburgh. The court action, taken 
by the Globe & Republic in the Dauphin 
County Court, is aimed at setting aside 
the North America deviation and at 
stopping approval by the Commissioner 
of deviation sought by several other 
stock fire carriers, 

A second court move by the Globe 
& Republic and 51 other companies asks 
a hearing so that testimony may be 
produced leading to a reversal of the 
Commissioner’s approval of the North 
American deviation. This petition was 
presented by J. Victor Herd, svice presi- 
dent of the America Fore Group, as 
chairman of the committee of stock fire 
carriers opposed to the rate reduction. 


Leslie A. Lloyd Heads 


Inland Marine Claims Assn. 


The Inland Marine Claims Associa- 
tion elected Leslie A. Lloyd, Pacific 
Fire, as president at the final meeting 
of the session in New York on June 14. 
He succeeds Harold S. Daynard, who 
heads his own adjusting firm. James 
M. Coppins, Hall & Henshaw, is vice 
president; Joseph Voboril, National 
Surety Marine, secretary, and George 
S. Peterson, American Associated, treas- 
urer. 

Retiring President Daynard and How- 
ard Nagelsmith, R. F. Tierney, were 
made members of the executive commit- 
tee, The association now has 97 mem- 
bers, which shows a _ steady increase 
from the charter membership of 13 years 
ago when Donard R. Roberts, American 
of Newark, who was instrumental in 
forming this important association, was 
the first president. 


Reins Club Meets June 28 


The Reins Club of New York will 
hear Col. Van Sternbergh, national 
commander-in-chief of the Military Or- 
der of World Wars, at its dinner meet- 
ing June 28. He will discuss military and 
naval affairs. The meeting is scheduled 
for the Golden Eagle Restaurant, 62 
West Ninth Street. Hugh Stephenson, 
Bowes & Co., club president, will be 
chairman. 
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Eastern Underwriters Association Meets 
(Continued from Page 1) 


main unchanged over the decades: 

“First, ours is a risk bearing business 
and always subject to catastrophic losses. 

“Second, our rate structure has re- 
turned a very modest underwriting profit 
over the years by comparison with the 
other business enterprises. However, in 
the past five years the over-all result 
has been an underwriting loss of 2.5% 
despite the profitable experience for the 
year of 1948. 

“Third, our stockholders, the agents 
and the public look to our business for 
stability and a wholesome approach in 
dealing with matters affecting their wel- 
fare, security and integrity of contract. 

“With these thoughts uppermost in 
our minds, it is patent that our sights 
should be raised to the long-term objec- 


tives. The problems of the moment may 
seem terrifically urgent and may sug- 
gest temporary expedients for quick 


solution and some might be tempted to 
indulge in unfair competitive measures 
that good executive judgment would in- 
dicate to be unsound and, if permitted 
to get out of hand, might prove to be 
actually demoralizing. 

“Tt is to be hoped,” Mr. Duxbury con- 
tinued, “that mature experience and 
sound judgment will not be influenced 
by the desire for temporary advantage 
to the extent that sound fundamentals 
and obligations will be ignored. We 
may be well advised to use restraint 
and profit by the mistakes of the past 
rather than be encouraged to believe 
that we can ignore the inevitable law of 
average. 

State Regulation 

“A word concerning regulation. It has 
been nearly one year since the mora- 
torium under Public Law 15 expired and 
we have not seen develop the conditions 
which were forecast by those who could 
envision nothing but darkness ahead. 

“All of the states in our territory now 
have affirmative regulation of fire insur- 
ance rates. In the application of those 
laws the state supervisory authorities 
have a reasonable approach to affirma- 
tive action which should prove helpful 
to our business. 

“During the formative period as our 
business responds to a pattern of rate 
regulation, we recognize that such regu- 
lation should not encroach upon either 
the underwriting or the management 
phases of our business and that due al- 
lowance will be given to the judgment 
of top management of our member com- 
panies who are responsible not only for 
the solvency of their companies and the 
protection of the public but likewise for 
maintaining the respect, confidence and 
support of policyholders, agents and 
stockholders. 

“T would strongly recommend that all 
phases of affirmative regulation of our 
rate structure be given careful scrutiny 
and urge cooperation between the su- 
pervising authorities and company man- 
agement in order that the best possible 
job be accomplished. Let us endeavor to 
create a frank and sincere approach to 
the solution of common problems. 

“Tt must be remembered that public 
authorities have a right under the law 
to regulate our business but there is a 


GEORGE H. DUXBURY 


marked distinction between regulation 
and management. This clear distinction 
has been upheld by the courts many 
times and the United States Supreme 
Court in connection with railroad and 
public utility cases has emphasized it. 
Regulation Is Not Management 

“In a public utility case Justice James 
Clark McReynolds said ‘It must never 
be forgotten that, while the state may 
regulate with a view to enforcing rea- 
sonable rates and charges, it is not the 
owner of the property, and is not clothed 
with the general power of management 
incident to ownership.’ 

“In a railroad case Justice Pierce But- 
ler said ‘broad as its power to regulate, 
the state does not enjoy the freedom of 
an owner. Appellee’s property is held 
in private ownership and, subject to 
reasonable regulation in the public in- 
terest, the management and right to 
control the business policy of the com- 
pany belong to its owner.’ 

“It is clear that the management of 
an insurance company lies exclusively 
with its officers and directors and there 
is a wide difference between manage- 
ment and the power to regulate by pub- 
lic authorities. 

“The power and responsibility of man- 
agement is ours; the power and respon- 
sibility of regulation belongs to the su- 
pervisory officials. Intelligent coopera- 
tion between the two, in the matter of 
rates as well as other matters should 
lead to sound action and the continued 
prosperity of free enterprise. 

Nationwide Aspects 

“T stress that there is a need for in- 
terregional consideration of many mat- 
ters that have nationwide aspects. No 
longer is our business local or regional 
in its major considerations. Increased 
speed in communications and travel have 
reduced distances to a matter of minutes 
and hours. Years ago when we estab- 
lished local and regional oe it 





served satisfactorily because of our in- 
ability, fortunately or unfortunately as 
you desire to view it, to communicate 
and travel as rapidly as we do today. 

“Presently, even after progressive ac- 
tion has been tested and approved in one 
section of the country it may be months 
and sometimes years before it becomes 
national in its scope. 

“Real progress has been made in 
recommendations for the uniform treat- 
ment of business interruption insurance 
on a national plane. Likewise the ex- 
tended coverage endorsement has had 
rather general acceptance on a nation- 
wide pattern of coverage. 

“Again using that much abused phrase 
‘In the public interest’ we should give 
thought to the establishment of a cen- 
tral research group charged with study, 
exploration and review of coverages, 
forms, clauses and rules on a national 
plane.” 

Committee Meetings 

Prior to the membership gathering 
there were several committee meetings. 
The loss adjustment practices commit- 
tee, under the chairmanship of William 

Hebert, president, Springfield Fire 
and Marine, held its session on Friday 
evening, June 17, with several members 
of the Loss Executives Association in 
attendance. 

Fred W. Stein, vice president of Glens 
Falls, as chairman, met with the delin- 
quent agency balances committee on 
Saturday, June 18, and reported a grad- 
ual yet marked change in the agency 
balance situation. Members will be 
urged to review agents’ accounts on at 
least a quarterly basis and make full 
use of the credit checking plans of the 
association where necessary. 

The executive committee, under John 
A. North, vice president of the Phoenix 
of Hartford, held its session on Monday, 
June 20. All members attended and 
joined in the discussion on the topics 
presented. 

The public relations committee held a 
meeting Monday evening and Chairman 
Chris D. Sheffe, U. S. manager of the 
London Assurance, had arranged show- 
ing of two recent motion pictures dealing 
with fire safety. 

At the meeting held Tuesday reports 
of the several committees were made 
to the membership. 

The newly formed trade practices re- 
search committee, under Joseph K. 
Hooker, vice president, Automobile of 
Hartford; the conference committee 
with Donald C. Bowersock, president of 
the Boston; the rating methods research 
committee, under Chairman A. L. Polley, 
vice president of the Hartford Fire, 
and the committee on Consolidations, 
Harry W. Miller, U. S. manager, Com- 
mercial Union Assurance, all presented 
reports. 

The address of President George H. 
Duxbury, U. S. manager, North British 
& Mercantile Insurance Co., Ltd., was 
the highlight of the session. 

There were nearly 100 members and 
guests in attendance at the meeting. 


Public Relations Committee 


In reporting on activities of the public 
relations committee Mr. Sheffe described 
the work of the State Fire Prevention 
Associations in the territory with par- 
ticular reference to the successful town 


AFIA CHANGES IN WEST 





Pither West Coast Manager of Service 
Office in San Francisco; Toelle 
Chicago Supervisor 


General Manager Ugo E. Guerrini of 
the American Foreign Insurance Asso- 
ciation announces opening of an addi- 
tional office for servicing of fire, marine 
and casualty risks in foreign lands in 
the Mills Building, San Francisco, un- 
der the supervision of Allan L. Pither, 
West Coast manager. 

Also reported is the appointment of 
R. Maynard Toelle as midwest super- 
visor of the association’s Chicago office 
in the Insurance Exchange Building. 

Mr. Pither was formerly midwest 
supervisor of the association’s Chicago 
office. A graduate of Northwestern Uni- 
versity in 1939, he entered insurance 
with Bowes & Co., representatives of 
Lloyds of London in Chicago. In 1943 
he joined the American Automobile In- 
surance Co. as Cook County special 
agent. Following naval services he en- 
tered the employ of the American Home 
Products Corp. as assistant insurance 


manager, and in 1947 he joined the 
AFIA. 
Mr. Toelle entered insurance in 1929 


with H. Dalmar & Co. of Chicago and 
remained with the firm until he entered 
the Army. He joined the Fireman’s 
Fund Indemnity in 1943 as underwriter, 
and in 1948 entered the employ of the 
association. 





inspections of Elkton, Md.; Vineland, N. 
J., and Canastota, Brockport, Gowanda 
and Larchmont, N. Y. These associa- 
tions have been formed within the past 
year in all states except New England 
and are functioning smoothly in the in- 
erest of fire safety in the area. 

A full report was made of the public 
relations work of the twenty-one field 
clubs in the area. An outstanding activ- 
ity was the number of talks before local 
Civic organizations in the twelve states. 
In addition to the Fire Prevention Week 
activity, there were 256 talks by 83 field- 
men and plans are underway to train 
more fieldmen in the art of public speak- 
ing. 

Reference was also made to newspa- 
per editorials which recently appeared in 
many local papers wherein the arithme- 
tic used in explaining the application of 
the coinsurance clause was in some 
instances incorrect and misleading. It 
was pointed out that the appearance of 
these editorials based on an article in a 
syndicated newspaper service suggests 
closer cooperation between local agents 
and local newspaper editors. It also sug- 
gests that arrangements should be made 
within the insurance business to have 
the facts and figures on such editorials 
verified before any releases are made on 
a national plane. 

Chairman Sheffe reported that 60,000 
copies of the E.U.A. publication “Notes 
on Church Insurance for Clergy and Lay 
Trustees” had been distributed by mem- 
ber companies and there was a strong 
demand for the booklet “Rules for 
Safety of Hospital Patients in Case of 
Fire’ immediately following the hospital 
fire at Effingham, Ill. 





THINGS THAT ENDURE a, 
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MONT SAINT-MICHEL — French citadel once a tidal island in the 
Middle Ages. Later, in turn, a monastery, fortress, city and seat of 
Knights. A massed miracle of cloisters, dungeons and ramparts, im- 
pregnable through time. Classed as one of the World's Wonders. 


The Northern Assurance was organized in Aberdeen, Scotland in 1836 
as an Agency Company. It has ae so all-ways. 
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JOEL CHANDLER, 
HARRIS 


WO wREns who set up housekeeping in 

the mailbox gave Joel Chandler Harris’s 
home its name. Rather than disturb the lit- 
tle tenants who returned each year, he once 
took a distinguished visitor around to the 
rear entrance. 

The man who won world-wide renown 
for his Uncle Remus stories always insisted 
that his success was entirely accidental. The 
“accident” that launched his newspaper ca- 
reer at the age of fourteen was securing a 
job as printer’s devil on The Countryman. 
While setting type he managed to include 
articles he had written and soon became an 


After his marriage he was work- 
ing on a newspaper in Savannah 
when a yellow fever epidemic 
caused the population to flee. At 
the Atlanta hotel where he took 
his family he registered as “J. C. 
Harris, one wife, two bow-legged 
children, and a bilious nurse.” His 
humor was so cheering to the 
panic-stricken guests that the 
hotel refused to render a bill. 





; The Tar Baby story is 
berbaps the best loved 


Harris and his family remained in At- 
lanta and in 1876 he went to work for the 
Constitution where another “accident” oc- 
curred. When a staff writer 
left, his column was assigned 
to Harris who introduced 
Uncle Remus, a character of 
his own invention. The result 
was a long succession of 
Uncle Remus fables and songs 
which were published in book 
form and to the modest au- 
thor’s amazement, received 
with wide enthusiasm. 

With his profits Harris was able to 
enlarge the Wren’s Nest where he had 
brought his increasing family 
some years earlier, but despite his 
fame he never abandoned his sim- 
ple habits. Painfully shy and 
sensitive, Harris was uneasy with 
strangers, yet his kindness and 
sense of humor made him beloved. 
He shunned publicity and when 
making an appearance with his 
good friend Mark Twain was too 
bashful to read his stories aloud. 
With great difficulty he was per- 





The house in Atlanta where the creator of Uncle Remus lived for twenty-seven years 





Uncle Remus was a composite 
of several real persons 












Vie 


a 
@ 


i 
3 


es < 
Aq 





suaded to visit President Theodore Roose- 
velt who later wrote, “All of our family 
agreed that we had never received in the 
White House a_pleasanter 
friend or a man whom we were 
more delighted to honor.” 

As a youth, Harris worked 
in New Orleans for a tine but 
homesickness for Georgia 
drove him back and he never 
again left for more than a 
brief stay. 

The Wren’s Nest where 
Joel Chandler Harris lived un- 
til his death is today maintained by the 
Uncle Remus Memorial Association. 

x * * 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and the 
homes of American industry. 


* THE HOME * 
SPasurance Company 


Home Office: 59 Maiden Lane, New York 8,N.Y. 
FIRE ° AUTOMOBILE e MARINE 
The Home Indemnity Company, an affiliate, 


writes Casualty Insurance, Fidelity & Surety Bonds 
Copyright 1949, The Home Insurance Company 
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Virginia President Views Babaco Exhibit 





_ Frank E. Kinzer, Covington, newly elected president of the Virginia Associa- 
tion of Insurance Agents, and Jack Seide, president of Babaco Alarm Systems, 
examine the Babaco booth at Virginia Agents’ 51st annual convention held June 


15-18 at Roanoke. 





Excelsior Councillors 
And Directors to Meet 


Forrest H. Witmeyer, president of 
the Excelsior of Syracuse, N. Y., will 
be host to the agents’ advisory coun- 
cillors, directors and field men of the 
company at a meeting to be held June 
26-27 at the Sherwood Inn, Skaneateles, 
m.. ¥. 

The agents’ advisory council is composed of 
30 representative agents from the ten states in 
which the company operates, being: Lester S. 
Andrews, Bath, N. Y.; Martin L. Black, Mil- 
ton, Del.; Robert S. Boothroyd, Ithaca, N. Y.; 
Ray L. Britt, Danville, Ill.; William J. Bur- 
ton, Woodbury, Conn.; James A. Cassidy, 
Ambler, Pa.; Joseph W .Cassidy, Lynn, Mass.; 
Floyd C. Conklin, Wolcott, N. Y.; James M. 
Crosby, Jr., Grand Rapids, Mich.; S. Earl Dahl- 
quist, Cadillac, Mich.; Scott D. Fell, Trenton, 
N. J.; E. A. Finn, Princeton, Ill.; Charles H. 
Frankenbach, Westfield, N. J.; James J. Free- 
man, Haverstraw, N. Y.; W. J. Hutchins, Ir- 
win, Pa.; Frederick S. Hyers, Morristown, N. 
J.; George S. Jones, Little Falls, N. Y.; Paul 
A. Mack, Lock Haven, Pa.; George D. Mirick, 
Shelburne Falls, Mass.; H. J. Mowry, Kala- 
mazoo, Mich.; Carl L. Reed, Fostoria, Ohio; 
Floyd D. Roof, Ridgway, Pa.; Ralph P. Smith, 
Youngstown, Ohio; Ralph W. Standen, Elyria, 
Ohio; J. Edward Stimson, Hazardville, Conn.; 
Edgar J. Wells, Groton, Mass.; Howard F. 
Wheelock, Apponaug, R. I.; Robert A. Wilkins, 
Lake Placid, N. Y.; W. A. Wintter, Bridge- 
port, Conn.; Egbert J. Wood, Wildwood, N. J. 


The following directors of the company are 
expected to attend: Frederick W. Barker, Syra- 
cuse, N. Y.; Lynn J. Bickelhaupt, Saratoga 
Springs, N. Y.; Virgil H. Clymer, Syracuse, 
N. Y.; Carl McM. Crawford, Chester, Pa.; 
Harry L. Godshall, Atlantic City, N. J.; Fol- 
lett L. Greeno, Rochester, N. Y.; J 
Greenwood, Warren, Ohio; Jeremiah J. Healy, 
Barre, Mass.; Albert F. Hills, Syracuse, N. Y.; 
Robert C. Hosmer, Syracuse, N. Y.; A. W. 
Kette, Marion, Ohio; George W. Lee, Syracuse, 
N. Y.; Henry C. Little, Syracuse, N. Y.; C. 
Mark McLaughlin, Rome, N. Y.; Alfred C. 
Sinn, Clifton, N. J.; W. Howard Stewart, 
Clearfield, Pa.; Edward L. Torbert, Syracuse, 
N. Y.; Forrest H. Witmeyer, Syracuse, N. Y. 


E. Donald Smith President 


Jamestown Agents’ Ass’n 


E. Donald Smith was elected presi- 
dent of the Jamestown Fire and Casu- 
alty Underwriters Association for the 
second consecutive year at its annual 
meeting in Jamestown, N. 

Other officers named are vice presi- 
dent, Charles L. Rowley, Jr.; secretary, 
C. William Glaz, and treasurer, Mrs. 
Sally Johnson. Gilbert S. Smith was 
elected to the executive committee for 
a three-year term, succeeding Mr. 
Rowley. Other members of the com- 
mittee whose terms did not expire this 
year are Ralph W. Johnson and J. 
Franklin Davis. 





BECOMES AGENCY PARTNER 


William Kay Walker has become a 
partner in the Gordon C. Grubb Insur- 
ance Agency at Mt. Vernon, Ohio. 
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Virginia Agents Elect 
Kinzer as President 


ANNUAL CONVENTION IS HELD 





Speakers Say Government Spending 
Creates Greatest Cause for Alarm 
in This Country Today 





Frank E. Kinzer of Covington was 
elected president of the Virginia Asso- 
ciation of Insurance Agents at the con- 
vention at the Hotel Roanoke June 17, 
at Roanoke, Va. During the day, the 
agents heard addresses attacking coop- 
eratives and criticising government poli- 
cies in medicine, housing, education and 
agriculture. 

Other officers elected by the organiza- 
tion were H. Linwood Ford of Rich- 
mond, vice president and chairman of 
the board of directors; Walter G. 
Stephenson of Roanoke, secretary and 
treasurer, and Roger Clarke of Fred- 
ericksburg, Virginia representative on 
the national board of directors. 

State organization directors elected 
were: J. Morgan of Hampton, 
Thomas W. Henderson of Norfolk, Wil- 
liam H. Branch of Richmond, Charles 
Crowder of South Hill, T. Stanley Good- 
ridge of Danville, Reginald W. Wood of 
Roanoke, William Lineweaver of Harri- 
sonburg, Lyman H. Kelley of Arlington 
and H. M. Elliott of Abingdon. 

Stott Installs Officers 

The new officers were installed at 
the convention banquet Friday night by 
John C. Stott, of New York City, presi- 
dent of the National Association. 

The two top convention awards were 
presented to one agent at Friday night’s 
banquet marking the close of the con- 
vention. Theodore W. Kelley of Rich- 
mond, won both the Stock Fire Insur- 
ance Field Club of Virginia award and 
the past presidents’ award. He is a for- 
mer president of the state organization. 

The club’s award is for outstanding 
achievement in the insurance business 
and the past presidents’ award is for 
making the greatest contribution to the 
advancement of the insurance business. 

Lawrence Sullivan of Washington, D. 
C., editor of the National Business 
News, told the insurance men that gov- 
ernment spending creates the greatest 
cause for alarm in this country today. 
In the United States, he said, 32% of 
income goes for taxes. In Socialistic 
England the rate is 40%. 

Walter M. Evans of Richmond, coun- 
sel for the Virginia Associated Business- 
men, urged businessmen to get into 
politics and tell their Congressman that 
they are “tired of being regimented; 
tired of being taxed while their competi- 
tors get off free.” 


Col. Joseph W. Becker Dies 


Colonel Joseph W. Becker, vice presi- 
dent for the last 25 years of Gurney, 
Overturf & Becker, Inc., Buffalo insur- 
ance concern, and retired commander of 
the 174th Infantry Regiment, New York 
National Guard, died June 13 after a 
year’s illness. He was 68. 

Until his retirement in April, 1948, he 
had devoted 42 years service to the 
National Guard. He had been with 
Gurney, Overturf & Becker, 48 years. 
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23 Agents Enroll in 
North America’s School 


Twenty-three agents, representing vir- 
tually every section'of the United States, 
have enrolled in the June term of the 
North America’s School for Agents at 
the head office in Philadelphia, for an 
eight weeks’ intensive course covering 
all phases of fire, marine and casualty, 

The agents and the agencies they 
represent are: 

Serge R. Ballif, Paul H. Taibert Co., 
Beverly Hills; Thomas S. Cosgrove, 
Cosgrove, Dunn & Hersey Ins. Co; 
William H. Gilchrist, Franklin Ins. Serv- 
ice Corp., San Diego, Cal.; Robert G. 
Cox, D. V. Moodey Agency; Harvey 
G. Schwartzmann, Zeigler Insurance 
Agency, Inc., Los Angeles; Joshua R. 
Morris, Jr., F. W. Offenhauser & Co, 
Texarkana Texas; Craig Robinson, W. 
C. Robinson Agency, Boise, Idaho. 

Dean P. Meador, Pickett Insurance 
Agency, Hattiesburg, Miss.; Richard J. 
O’Brien, Richard J. O’Brien Co., Omaha, 
Neb.; Joseph V. Arthur, Jr., J. V. Ar- 
thur Agency, Winchester; Landon W. 
Trigg, The Davenport Ins. Corp., Rich- 
mond, Va.; James W. Boyles, F. Phinizy 
& Co., Augusta, Ga.; Louis A. Cerre, 
Cerre Insurance Agency, Detroit, Mich.; 
Charles D. Crabiel, Charles B. Crabiel 
Agency, Camden, N. J. 

Renwick M. Dibbell, Flavius Dibbell 
Agency, Phoenicia, N. Y.; Joseph P. 
Jefferson, Lee C. Paull, Inc., Wheeling, 
W. Va.; Robert A. Johnson, Frank 
Clarke Agency, Philadelphia; Henry 
Keller, State College; Allen D. McCrady, 
R. A. McCrady Agency, Pittsburgh; 
Trev A. Neuburger, Elford Agency, 
Spartanburg, S. C.; Edward W. Pleasant, 
Pleasant Ins. Agency, Inc., Turners 
Falls, Mass.; Chandler H. Talley, Eustis 
& Godchaux Ins. Agency, New Orleans, 
La.; James C. LeCompte, Charles W. 
Hardesty Agency, Dover, Del. 


Schiff, Terhune & Co. 


Executive Realignments 
Colonel William Schiff, president of 
Schiff, Terhune & Company, Inc., New 
York, insurance brokers, announces 2 
realignment of the corporation’s execu- 
tive organization. Principal innovation of 
the new alignment is the creation of 
an executive committee reporting direct- 
ly to the president. and responsible for 
all operational activities. Named to men- 
bership on this committee are John C. 
Griffin, Jr.. David Sheckley, Frederick 
P. Wolf, Frank E. Schiff, and: William 
Schiff, Jr. H. B. Witkin will function 
as secretary to the executive committee. 
Two new staff groups, reporting to 
the executive committee, have been 
created. These are a customers relations 
and businss promotion staff and an em- 
plove relations and personnel staff. In 
addition to being a member of the ex- 
ecutive committee, Frederick Wolf will 
be responsible directly to it as director 
of operations. 
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How an Agent May Perpetuate His 
Agency Outlined by L. Ray Ringer 


Ways and means for agents to perpetu- 
ate their agencies were presented by L. 
Ray Ringer, educational director of the 
Aetna Insurance Group and holder of the 
CPCU designation, in a talk which he 
made before the meeting of the New Eng- 
land Associations of Insurance Agents at 
Bretton Woods, N. H., on June 18. Ex- 
tracts from his address follow: 


In some research in connection with 
long-established agencies, I used agency 
records of the company with which I am 
associated because they were more read- 
ily accessible. I found that there are 
104 agencies in the six New Engkind 
States that have represented the com- 
pany for 50 years or more. They should 
be excellent examples of what we are 
discussing, particularly the 14 that have 
been our local representatives for 100 
years or more. 


Continuous Agency Since 1820 


Of the 104 agencies, 42 are now owned 
by indivduals as sole proprietorships, 
26 by partnerships and 36 by corpora- 
tions. In that connection it is interest- 
ing to find that the oldest agency of the 
104 was one of the first agency appoint- 
ments in the country; the very becin- 
ning of the American Agency System. 
That agency appointment was made in 
May, 1820, and has been in continuous 
operation since. From 1820 to 1873 the 
agency was owned by eight individuals in 
succession. From 1873 to 1915 five suc- 
cessive partnerships conducted the agen- 
cy. In 1915 a corporation was formed 
and it has been operated on that basis 
since. 

Whether the agency passed from one 
individual to another by inheritance, 
contract of sale during the owner’s life- 
time, or sale in the liquidation of the 
owner’s estate or by other methods and 
circumstances, not only would be inter- 
esting but also valuable information for 
dealing with similar situations today. 
That inside story is available only in 
the records of the agencies but some 
valuable lesson, no doubt, could be 
learned from further research. 


From the information I gathered con- 
cerning long-established agencies, it is 
more or less obvious that the form of 
organization, whether individual - sole 
proprietorship, partnership or corpora- 
tion, is not the sole answer to continu- 
ity of operation. Some of these older 
agencies have been continuously oper- 
ated by individuals; others have used 
all three forms. 


Individual - Sole Proprietorship 


Let’s consider perpetuating agencies 
owned solely by one man, a sole propri- 
etorship. They constitute the majority, 
probably as much as two-thirds of the 
total number of agencies. 


A sole proprietorship ceases upon the 
owner’s death. Continuity of such an 
agency depends to a considerable extent 
upon the foresight of the owner in 
planning for his succession. He may se- 
lect his successor and carefully make 
provision so that his wishes can be car- 
ried out, or he may leave the decision 
up to the administrator of his estate 
who must act in accordance with the 
law as to disposal of the estate after 
the payment of legal debts. 


In case the agency owner does not 
make a will, trust agreement or buy 
and sell agreement, what is the situa- 
tion? Upon the owner's death, the agen- 
cy is a part of his estate because there 
is no distinction at law between proper- 
ty owned by an individual for business 
purposes and that for personal use. The 
administrator appointed by the probate 
court has authority only to assemble 


and conserve the assets of the estate, 
such as cash, bonds, stocks, real estate, 
personal property, and the agency; pay 
legal debts both personal and agency, 
and distribute the net proceeds to legal 
heirs in accordance with the law. 
Legal debts, both personal and _ busi- 
ness, must be paid by the administrator 


from the assets of the estate. If the 
debts are greater than the available 
cash, assets must be sold to pay the 
obligations. The agency being a valu- 
able asset might, from necessity, be the 
asset sold. Being a forced sale, its true 
value probably would not be realized. 
Consequently the estate suffers. 
Furthermore, the administrator of an 
estate generally has no authority to op- 
erate a going business which is a part 
of the estate. If he does so, it is at his 
own risk because he may be held per- 
sonally liable to the estate for any losses 
incurred on account of mismanagement, 
declining volume of business, or other 


reasons during the period of his admin- 
istration. 

Assuming that there are sufficient 
cash and other liquid assets available 
for the payment of personal and agency 
obligations against the deceased own- 
er’s estate, the agency is inherited by 
the widow or the widow and children, 
in the absence of a will. Every one of 
you, I am certain, have seen instances 
of widows, often not qualified to con- 
duct the business, or a son frequently 
neither qualified nor interested, endeav- 
oring to carry on. . 

Under such inexperienced direction, 

(Continued on Page 30) 
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Greeno Proves Agency Service Does 
Meet Competition of Direct Writer 


Meeting direct writer competition is 
not difficult if local agents can convince 
their assureds and prospects that agency 
service is something worth far more 
than any savings in premium costs ac- 
cording to Follett L. Greeno of Roches- 
ter, N. Y. One of the best known agents 
in New York State, past president of 
the New York State Association of In- 
surance Agents and long active also in 
national and local organization affairs, 
he addressed the 25th annual convention 
of the New England Associations at 
Bretton Woods, N. H., on June 17. 

Through his many vears in the pro- 
duction field Mr. Greeno was able to 
substantiate his points with illustrations 
from his own extensive experience. No 
direct writer can deliver any better com- 
pany service than can the old line in- 
surers he said and in addition the stock 
companies have something more of gen- 
uine value to offer, namely agency or 
brokerage service. 

Must Demonstrate Service 


“It is necessary that we convince our 
policyholders and prospects that our 
service is worth all that we claim for 
it,’ Mr. Greeno continued. “We shall 
not convince them by mere statement, 
nor by innuendo, nor by knocking. The 
direct writers know this and will make 
the most of it. Only by demonstrating 
the value of the agent’s service can the 
agent hope to win against direct writer 
competition. 

“The best demonstration is a factual 
case. You have factual cases in your 
files drawn from your own actual ex- 
perience. 

“Some time ago I received a call from 
a client for whom our office carried a 
substantial amount of insurance but 
which did not include liability and prop- 
erty damage on his fleet of cars. He 
had placed this line with an out-of-town 
carrier and was satisfied that he was 
saving a considerable portion of the 
premium thereby. 

“When he telephoned me he was 
greatly perturbed. This was his story: 
‘One of his salesman, while operating 
a company car, became involved in an 
accident in a nearby town and had 
phoned him at 9 p.m. 

“*T jumped in my car and drove down 
there (some 30 miles),’ he said. ‘I found 
a very nice chap and his family stymied 
in this little burg as a result of my 
salesman having run into his car. Per- 
haps I should not have done this, but, 
to accommodate the gentleman who was 
from New Jersey, I guaranteed payment 
of the repair bill to the local garage. 
Now I understand the company will not 
pay the bill which amounts to several 
hundred dollars.’ 

“The accident had happened some 
three weeks before he telephoned to me. 
To make a long story short, we com- 
municated with the man whose car had 
been repaired and inquired of him 
whether he had been approached by the 
insurance company with reference to 
the accident. 

“It was my hunch that, even though 
three weeks had elapsed, the chances 
were even that, salaried employes being 
what they are, no one had yet ap- 
proached the claimant to obtain a re- 
lease. Such proved to be the case. 

“We requested that the claimant, if 
and when he might be approached, re- 
fuse to sign any release which did not 
provide for payment of the garage bill. 
After some delay the bill was paid by 
the insurance company. / 

“It was not necessary for me to call 
my client’s attention to the value of 
agency service. I was satisfied to ob- 
tain the line on expiration,” Mr. Greeno 
said. 

Danger of Low Limits 


“In another case I succeeded in ob- 


taining liability and property damage in- 
surance on two cars of one owner who 
had carried it with a direct writer for 
several years. He felt amply secured 
because it was the same direct writer 
which carried his employer’s insurance— 
if it was good enough for his employer 
(a large manufacturing concern) it was 
good enough for him. I pointed out that 
what might be ‘good enough’ for the 
large corporation might not be good 
enough for him. The corporation could 
probably absorb a part or even the whole 
of a loss without being put out of busi- 
ness, while even a comparatively small 
loss would be a financial disaster to him. 

“Having convinced him of the danger 
involved, I pounced on the low limits 
of bodily injury as being wholly inade- 
quate to protect him in the possession 
of his free and clear $25,000 home and 
other possessions. I wrote the two cars 
increasing the limits to $25,000/$50,000 
although he consented grudgingly to the 
increase and refused to consider the 
higher limits recommended. 

“The pay-off came when, a few years 
later he permitted his daughter’s suitor 
to take the car on an errand and a 


19-year-old girl was struck and badly 
injured. 

“My client was served with a sum- 
mons and complaint in an action to 
recover $100,000 for the girl’s injuries 
and $50,000 by the girl’s parents for loss 
of her services. When he realized his 
predicament he was greatly worried. 

“The case is still pending but the 
claimant’s lawyers have indicated they 
will consider a settlement. for $25,000. 

“What is the agent’s service worth 
to the policyholder in a situation like 
this? Can it be measured in terms of a 
small commission? Suppose he had kept 
the direct writer’s policy for 10/20 lim- 
its? Could the savings in premium have 
compensated for such a loss? I have 
renewed his policies for $50,000/$100,000 
and I am not worried about any direct 
writer taking that piece of business away 
from my office. 


Delay Due to Non-Agency Writer 


“A client who lives in a small suburban 
town near Rochester returned a renewal 
policy for cancellation ‘because,’ he said, 
‘I was very much dissatisfied with your 
company’s service when I had my acci- 
dent in California last winter. My vaca- 
tion was spoiled while I was kept wait- 
ing in Los Angeles for four days before 
your adjuster showed up.’ : 

“Our file disclosed that he had wired 
us collect, as we had authorized, on the 
day the accident happened. On the same 
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WHEN FIRE INSURANCE MEANT 
BUILDINGS ONLY . . . Fire insurance 
had existed for about a hundred years be- 
fore the companies began in the early 1790s 
to insure goods as well as the buildings that 
housed them. The first American Companies 
to pioneer in this novel undertaking met 
many difficulties in obtaining proper de- 
scriptions of the contents of buildings — 
the hazardous nature as well as the actual 
value of the goods. The lack of fixed sched- 
ules caused premium rates to vary greatly, 
and for several years the outlook for this 
more complicated form of underwriting 
seemed discouraging. As a fire prevention 
measure the fire companies gave regular and 
substantial contributions to the support of 
volunteer fire companies. 


The National Union and Birmingham Fire 
Insurance Companies, anxious to keep in 
step with ever-changing insurance conditions, 
keep their organizations q 
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FOLLETT L. GREENO 


day our adjuster in L.A. had called at 
his hotel in response to our wire and 
had advised him that there appeared to 
be no liability as there had been no 
negligence on his part. It also disclosed 
that the other man’s carrier was a local 
California non-agency direct writer. The 
four day’s delay was on the other foot. 

“*The other man did not buy the type 
of insurance service which we sold you,’ 
I wrote our assured. ‘Unfortunately he 
is in no position to complain. He bought 
cheap insurance and he received cheap 
service,’ 

“Believe it or not, we received an ap- 
preciative letter enclosing a check for 
the renewal premium by return mail,” 
Mr. Greeno told the New England 
agents. 

“There is one more that comes to 
mind which I feel constrained to impose 
upon you because it saved a desirable 
piece of business and perhaps it has 
never occurred to you that you have 
such a weapon in your possession. 


How Association Membership Helps 


“A policyholder, who is also a close 
personal friend, broke the bad news 
that he was returning my renewal policy 
(auto liability and property damage) and 
replacing it with a direct writer through 
a salaried representative at a lower 
premium, 


“Tt is not a mutual company,’ he 


- said, in deference to my possible preju- 


dice. ‘I have looked its financial stand- 
ing and am convinced that it is a good 
company. I don’t like to take the busi- 
ness away from you but I have got to 
save money wherever I can.’ 

“Tf you can save money, Howard,’ 
I said, ‘don’t give me a thought. I don’t 
want you to lose any saving on my ac- 
count and I must agree with you that 
there is nothing wrong financially with 
the company you mention. And the sal- 
aried representative who is selling you 
the policy, I happen to know him. He 
is a fine fellow and I like him person- 
ally. However, I have never seen him 
at any meeting or convention of insur- 
ance agents. I am sure he does not 
attend them. 


“As you know, I have been rather 
active in both state and National Asso- 
ciations of Insurance Agents as well as 
our local board. As a result I have ac- 
quired a rather wide acquaintance among 
insurance agents and, over the years, 
have made many personal friends among 
them.’ 

“You go down to Cape Cod for your 
summer vacation. If you should become 
involved in an accident in Albany, let 
us say, or in Springfield, or in Boston, 
I do not know what the other fellow 
would or could do for you, but I do 
know what I would do. Upon receipt 
of your collect telegram I would imme- 
diately call, not only my company’s 
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home office, but also one of my personal 
friends, an insurance agent, and request 
him to get in touch with you and, as a 
personal favor to me, render such as- 
sistance as he would want me to do 
were his policyholder in trouble in 
Rochester. 

“Let us assume your accident should 
occur in Boston. I would call Charley 
Watkins. Do you know what he would 
do? I’ll bet my shirt that he would not 
only steer you to the right garage, but, 
while your car was undergoing repairs, 
he would probably be showing you the 
city and no doubt wind up at the Har- 
vard Club to entertain you on lobster 
and boneless shad. 

“‘Or, if you were enroute to Florida 
for your winter vacation, my association 
work has given me an insurance agent 
friend upon whom I could make a sim- 
ilar call in almost every city between 
here and Miami. The Same is true from 
coast to coast and from the Dominion 
of Canada to Mexico. 

“You see, my company would not 
only do everything that the other com- 
pany could do, but I believe that I am 
in a position to give you more than is 
called for in the policy contract and I 
do not think my competitor in this in- 
stance is in any such favored position. 


Policy a Most Important Possession 


“Your insurance policy is the most 
important paper in your safe deposit 
box, protecting, as it does, all the other 
valuable papers in the box. Why take 
chances with something that purports to 
be cheaper? The agency service I am 
offering you, for the comparatively small 
extra cost, may prove your best invest- 
ment. If you do not believe this, go 
ahead and take my policy out of your 
box and replace it with the cheaper 
policy.’ 

“That was ten years ago and [ still 
carry his insurance. I am not worried 
over the possibility of another direct 
writer taking it away from me. I’ll wager 
they don’t get to first base with him. 


“Such is the value of membership in 
your local, state and National Associa- 
tions, if you know how to use it and 
remember to do so. 

“Perhaps you are thinking that, while 
this may be all right in connections with 
small or individual risks—what about the 
big risks—compensation and public lia- 
bility and the more complicated lines, 
where the direct writer seems to offer 
more substantial savings in lower pre- 
miums and refunds? 

“T know that the larger risks present 
more difficult problems although not al- 
ways relatively so. Yet it seems to me 
that the same principles apply. Without 
posing as an expert, I have had occasion 
to observe the methods employed by 
some very successful agents who write 
large lines and hold them in competition 
with direct writers and with the State 
Fund. 

Holding the Large Risks 


“Tt seems to me that it all boils down 
to four principal factors which are the 
basic principles underlying the right 
kind and quality of agency service. They 
are contact, conviction, competence, con- 
fidence. 

“The importance of contact is obvious 
and needs no elaboration. Conviction, 
the agent must believe in his companies, 
his product, his ability, and the ever- 
lasting rightness of his position. He must 
also be able to carry his convictions to 
his customer in order that he may be- 
come his client’s confidential insurance 
counsellor. 

“Competence, he must acquire if not 
already possessed, and if possessed to any 
degree it must be constantly strength- 
ened and maintained. Confidence that 
results from the other three rests upon 
a solid foundation and the four together 
present a formidable citadel against the 
onslaught of any direct writer. 

“I believe that the buyer of insurance 
will usually welcome the kind of agency 
service that such a fortress represents. 
Whether he is a professional buyer for 
a large corporation or an individual pur- 





chaser, he finds it satisfying and desir- 
able to rely, not solely upon his own 
judgment, but upon the kind of agent 
whose experience and training has made 
him a competent and dependable coun- 
sellor,” Mr. Greeno continued. 

“T believe the insuring public approves 
that kind of service, evaluates it and is 
willing to pay for it. 

“Is this not evidenced by the fact that 
the total net premiums of all casualty 
companies for the year 1948 amounted 
to $4,406,291,726, while the total net pre- 
miums of the two largest direct writers 
combined were $185,046,279 ? 

“What is the direct writers’ appeal? 
He trumpets it abroad in his national 
advertising—it is simply price appeal. 
How is it said to be accomplished? By 
lower expense ratio. How come? It can 
only come, principally, from reduced or 
limited agency service, or from no 
agency service at all. Who loses? The 
assured, naturally.” 





CENTRAL MFRS.’ PROMOTIONS 


All officers were reelected and some 
promotions made at the directors’ meet- 
ing held immediately following the an- 
nual policyholders’ meeting of the Cen- 
tral Manufacturers’ Mutual at the home 
office building in Van Wert, Ohio. W. 
E. Shackley was elected treasurer, S. M. 
Waugaman was appointed agency secre- 
tary, and Charles M. Purmort, Jr. was 
appointed assistant secretary. 


Transferred to Southern 
Department of the Home 


Brown Bros. 


ROBERT F. RUSHIN 


The Home Insurance Co. announces 
transfer of Assistant Secretary Robert 





F. Rushin from its metropolitan de- 
partment to the Southern department 
where he will assist in administering 
the affairs of the latter department. 

Mr. Rushin’s first experience was 
with the Virginia Insurance Rating 
Bureau. He became special agent for 
the Home in Virginia in 1930 and was 
transferred to the home office in 1938. 
He entered the armed forces in 1943 
and was separated in 1945 with the 
rank of major. He was elected assistant 
secretary of the company in April, 1947. 





INCREASES CAPITALIZATION 

The First Kentucky Fire Insurance 
Company, of Louisville, Ky., has filed 
amended articles of incorporation in- 
creasing its maximum capital stock from 


$110,000 to $150,000. 


Big Bill 


(Continued from Page 21) 





making appraisals for banking institu- 
tions. 

Thomas F. Myles, secretary of the 
company, was graduated from Harvard 
and awarded the degree of Bachelor of 
Arts and Bachelor of Laws. In World 
War II he was an Army captain in 
Military Intelligence. He has had con- 
siderable experience in the insurance 
business, particularly with legal and 
claim department matters. 
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HOW ABOUT YOU—WILL YOU BE “STUCK” IF A CONTRACTOR ASKS: 


“Fearful of damaging underground conduits and piping while excavating down the center of a street, I shut 
down my mechanical equipment and order my men to use hand shovels and picks. Regardless of this pre- 
caution, a water main is pierced by a pick. Would I have coverage under my Contractors’ Liability policy?” 


COULD YOU ANSWER HIS QUESTION? 


Nothing impresses a prospect as much as your ability to supply him with a definite answer based 
upon a knowledge of the fine points of insurance. Your bid for Contractors’ Liability business will 
undoubtedly ‘be successful if you handle this prosperous field confidently and intelligently. To achieve 
this, the Royal-Liverpool Group offers its agents information and assistance in fully developing this 
type of business. Write to Advertising Dept. for the latest issue of “True or False.” 
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the agency is certain to lose ground 
fast in the face-of present-day compe- 
tition and change quickly from a profit- 
able business to an unprofitable one. The 
agent’s thought of leaving a good busi- 
ness for his family to conduct is de- 
feated by their inexperience or lack of 
interest or both combined. 
Contrast the situations that we have 
been discussing where no plans had been 
effected for the continuation of the 
agency with similar situations where the 
agent-owner makes plans and specific 
arrangements for their being realized. 
The key to this planning is invariably 
a young man hired and trained for the 
purpose of continuing the business. 
When I say “young man,” I am not 
excluding the agent’s son or other close 
relative who is a logical choice provided 
he is interested and seems to have the 
personal qualifications needed. On the 
records of several of the 104 agencies, 
I found the notation that the present 
owner is great-great-grandson of the 
original owner. Even when a son who 
is being trained in the agency is to be 
the successor, provisions should be ef- 
fected for carrying out those plans and 
not leave it to chance. 
The agent-owner may make a will be- 
queathing the agency or a controlling 
interest in it to a son who is to succeed 
him in the business, or make an agree- 
ment with his son giving him an option 
to buy which is binding on the estate 
to sell, if exercised. 
Recently, I heard of an owner of a 
large agency whose will provided that 
his son should have 5/11 interest in the 
agency, his widow 2/11 and two key 
men who have been in the agency for 
a number of years 2/11 each. The son 
in this case had been in the agency 
only two years and had not gained suff- 
cient training and experience to assume 
complete control. However, the widow 
and son shared controlling interest. 
Leaving an interest to the two men 
was recognition for their past loyalty 
as well as an incentive for their contin- 
ued best efforts on behalf of the success 
of the agency. In this instance, the 
agent presumably carried a substantial 
amount of life insurance or had other 
liquid funds for the payment of debts, 
particularly estate and inheritance taxes, 
so that the agency was not depleted 
of operating funds. Of course, in addi- 
tion to wills as a means of passing own- 
ership to a relative, there are other de- 
vices such as buy and sell agreement 
with the relative. 


Bringing in an Outsider 


Reluctance to bringing in an outsider 
is only natural because of the fear of 
spending time and money on a man who 
may fail to make good, but more likely 
it is the fear that if the man is success- 
ful, he will leave in a few years after 
he has become friendly with the custom- 
ers of the agency to establish his own 
agency. There is no denying that either 
possibility may develop, but the chances 
of either happening can be materially 
reduced. , 
Selecting the right man is by no 
means an exact science but there are 
certain things that may be done that 
will reduce the chances of picking one 
who is not fitted or who will not develop 
into a successful agent. Usually the 
agent-owner will be interested in a lo- 
cal man whom he knows and probably 
his parents as well. He may be a 
young man who has been working in 
the agency. Desirable qualities in the 
young man, of course, are ambition, in- 
itiative, industry, alertness, ability to get 
on well with other persons, and reli- 
ability. 
By no means select one who has failed 
at several other jobs or who will be 
content to be an office boy or clerk 
type. Remember you are selecting the 
possible future head of your business. 
Many business concerns today are em- 
ploying the use of aptitude tests to 
assist them in selecting men suited for 


Ringer on Perpetuating Agencies 
(Continued from Page 27) 


the type of work for which they are to 
be engaged. While these tests are not 
infallible, if professionally administered 
they do improve the chances of select- 
ing a man adapted to the type of work. 


Possibility of Man Leaving 


The other cause of reluctance on the 
part of an agent in taking a younger 
man into the business, ie, the possi- 
bility of his leaving and going into 
business for himself, may also be largely 
eliminated. Invariably, it is the young 
man who has made good who may wish 
to make such a move. He may feel that 
he is not being properly rewarded for 
the results he is producing, or no defi- 
nite provision has been made for his 
acquiring an interest in the business. 

The necessary incentive can be pro- 
vided by a contractual agreement pro- 
viding for the younger man’s acquiring 
an interest in the agency and ultimate 
ownership upon the agent’s retirement 
or death. It is advantageous to both the 
agency owner and the younger man, in 
fact essential, that they have a written 
contract embodying all features of their 
agreement. 

The beginning of the association of 
the younger man with the agent is often 
on a probationary basis for a trial pe- 
riod, during which the younger man 
must prove himself and they both decide 
if they can work together harmonious- 
ly. After all, a permanent association 
on a partnership basis can only be based 
on complete confidence in each other. 

The preliminary arrangement may 
permit the younger man to solicit only 
his own contacts and receive a commis- 
sion on the business sold and renewed. 
If he has a wide acquaintanceship and 
some financial resources on which to re- 
ly until a sufficient volume of business 
is developed, the arrangement may 
work out satisfactorily. The agency, un- 
der such a plan, may provide office 


space, telephone and other facilities for 
his use. 


Extending Responsibilities 


In other cases the younger man sells 
not only to his own contacts but is 
permitted to sell additional lines to pres- 
ent clients of the agency an make so- 
called service calls. This arrangement is 
based on a substantial amount of con- 
fidence and has more of the elements 
needed in arriving at the ultimate goal 
of finding a successor. Because of the 
service calls made by the younger man, 
his compensation may be part salary and 
part commissions. 

Previously, I stated that a contractual 
agreement would provide the incentive 
for the younger man to remain with the 
agency. Two types of contract are con- 
sidered adequate and tax experts rec- 
ommend them from the standpoint of 
present tax laws. They are: (a) a sale 
or option contract which requires the 
estate of the owner to sell provided the 
younger man as second party decides 
to take up his option to buy, and (b) 
a purchase-sell agreement binding on 
both the estate and the younger man 
to sell and buy the agency. 

The contract should also contain pro- 
visions as to the value of the agency 
or the method of valuing the business, 
how the price is to be paid, provision 
for the sale and purchase during the 
owner’s lifetime, and conditions under 
which the agreement terminates. 


Financing the Purchase 

Financing the purchase by the younger 
man may be arranged in one of three 
ways: the younger man may purchase 
life insurance on the life of the owner, 
it insurable, to provide funds upon the 
owner’s death to cover the purchase 
price (the owner may advance the pre- 
miums and add them to the purchase 
price); a portion of the earnings of the 
younger man may be withheld to build 
up a special fund for making the pur- 
chase; or the financing may be left until 
after the owner’s death. In the latter 
case, the purchaser may pay part in 
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cash and sign notes payable to the exec- 
utor in monthly intervals for the bal- 
ance. 

Of the three, the life insurance plan 
is most satisfactory, if the owner is 
eligible for insurance. It provides cash 
promntly to the purchaser for payment 
to the deceased owner’s estate and the 
younger man may assume immediate 
control and ownership. The estate or 
beneficiary receives the full value of 
the business and the expenses of the 
executor are kept to a very minimum. 

In the event of the owner’s early 
death by accident, the financing is 
fully provided for which might not be 
the case if the financing plan had been 
to set up a purchase fund from the 
younger man’s earnings over a period 
of time. 

You may say that the advantages to 
the younger man of the purchase and 
sell agreement are pretty obvious, but 
is it equally advantageous to the owner? 
I believe it is. He has a definite buyer 
for his agency who will pay a fair price. 
His estate will realize more than if the 
administrator were to sell it to an out- 
sider at what may be a forced sale. The 
price will not only be higher but the 
expenses of operating and arranging a 
sale will be less. The young associate 
is generally willing to pay more than 
anyone else because he is acquainted 
with the agent’s clients and consequent- 
ly should be able to retain a larger per- 
centage of the business than someone 
not previously associated with the 
agency. 

Training Program Needed 

Bringing a young man into the agency, 
unless he has had experience in the 
business and has demonstrated his abil- 
ity, involves. the responsibility of set- 
ting up and carrying out a carefully- 
planned training program for the young- 
er man, That, too, cannot be left to 
chance. Time and effort expended in 
training the right man will pay excel- 
lent dividends not only for the young 
man but also for the agency owner. It 
accelerates his training and the time 
when he pays his own way and contrib- 
utes to the advancement of the agency 

This instruction in the many forms 
of insurance, their application to the 
many types of risks, selling, agency 
Management and other essentials of 
agency operation, nowadays is a combi- 
nation of on-the-job training and insur- 
ance schooling. I am frequently asked 
by agents whose sons are entering col- 
lege as to what courses they should 
select in order that they have a good 
educational background for entering the 
agency end of the business. 

If the college he attends offers the 
courses, I recommend that during the 
first two years he take those that are 
considered basic, such as English, eco- 
nomics, accounting, finance and business 
law, which are ordinarly recommended 
for those entering any business. During 
the last two years in college, such 
courses in insurance and related sub- 
jects as are offered should be taken. 


MARSHVILLE, N. C., AGENCY 


Marshville Insurance Agency, Inc., of 
Marshville, N. C., has been granted a 
charter by the Secretary of State to op- 
erate a general insurance agency. busi- 
ness. Authorized capital stock is $50,000; 
subscribed stock, $20,000. The incor- 





porators were J. L. Bivens, C. C. Moore 
and H. N. Guion, all of Marshville. 
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Kentucky Court Holds Cash Value 
May Readily Exceed Cost of Auto 


A month after the purchase from a 
dealer of a 1946 Chevrolet sedan, the 
purchaser took from the State Auto. 
Mut. Ins. Co., a policy which, in addition 
to liability and property damage, covered 
loss by theft, the limit of liability as 
to theft being the “actual cash value” 
of the automobile, and expenses incurred 
in the hire and use of a substitute car, 
not exceeding $180. 

About six months later the car was 
stolen from the insured’s garage. The 
insurance company and he could not 
agree as to the value of the car and 
he therefore brought suit on the policy, 
claiming that when the car was stolen 
its value was $2,100; that he had hired 
a substitute automobile 16 days at $5 
per day, plus $2.12 expended for bus 
fare, making $2,182, the amount asked 
in the petition, 

The insurance company admitted 
liability for the theft, but denied liability 
for any sum in excess of $1,308, the 
cost of the car when it was purchased 
from the dealer in December, 1946, plus 
$82 expenses claimed, and offered to con- 
fess judgment for $1,481. A jury brought 
in verdict for the insured for $2,082. The 
insurance company appealed from a 
judgment based thereon. The Kentucky 
Court of Appeals, State Auto. Mut. Ins. 
Co. v. Cox, 218 S, W. 2d 46, affirmed 
the judgment. 


Fixing Actual Cash Value 


The sole question on appeal was: 
What was the “actual cash value” of 
the automobile under the terms of the 
policy? Was it limited to the dealer’s 
retail price paid by insured, or was it 
the price the car would bring in the used 
car market, as the insured contended ? 

The insurance company pleaded that 
the car had been bought by insured 
from a regular dealer at the regular 
retail price of $1,308 and that the policy 
had been issued and the premium calcu- 
lated on the basis of that price, which 
represented the “actual cash _ value,” 
which would depreciate throughout the 
life of the car. 

The Kentucky Court of Appeals 
quoted various decisions defining “actual 
cash value” including the general rule 
laid down in Mack & Co. v. Lancashire 
Ins. Co., 4 F. 59, in which the Circuit 
Court of Appeals said that in such a 
provision in an insurance policy “the 
term ‘actual cash value’ means the sum 
of money the insured goods would have 
brought for cash, at the market price, at 
the time when and the place where they 
were destroyed.” 

The court then commented on the 
change of conditions produced by the 
late war, noting that: “It is a mat- 
ter of common knowledge that there has 
been a vast change in the marketing and 
the market value of automobiles within 
the last decade.” This change the court 
described at length, concluding that: 
“The result of all this was a tremendous 
boost in the value of used cars under 
the old law of supply. and demand and it 
is a matter of common knowledge that 
many slightly used cars sold for up to 
twice the dealer’s retail price of new 
cars.” 


No Different Meaning in Auto Field 


“We think the words ‘actual cash 
value,’ as used in the policy, had the 


same meaning in the automobile market 
at the time and under the conditions 
then existing as they would have had 
with reference to any other commodity. 
This has been defined by this court as 
the price which an article will bring 
when offered for sale by one who desires 
to sell, that is not compelled to do so.” 

Under this theory the car owner was 
held to have the duty to establish the 
cash value of the stolen car by evidence. 
This he did by the uncontradicted testi- 
mony of experienced automobile men, 
who knew the particular car and who 
testified that at the time it was stolen 
it had a market value of from $2,000 to 
$2,200. 

No evidence was introduced by the 
insurance company to contradict these 
figures and the jury fixed the value at 
the lower figure, plus other costs that 
were not questioned. 

The court pointed out that the insur- 
ance company could have written into 
the policy the few necessary words 
which would have limited its liabilitv 
to the price paid by the insured for the 
car. “Having chosen instead to use the 
words ‘actual cash value,’ it must be 
bound by these words and their mean- 
ing under conditions prevailing at the 
time the loss occurred.” 


North America Ad. Dept. 
Is Hard Hit by Cupid 


Romance has blossomed in the adver- 
tising department of the Insurance Com- 
pany of North America Companies in 
a big way. Within three months three 
young women in the department have 
decided to get married. First Miss Joan 
Wilmot, fresh from Ursinus College, 
goes on the staff to help out in an edi- 
torial capacity on the North America 
Fieldman. She met up with Andrew A. 
Bain, a student in the North America’s 
training school. 

Miss Ann Rittenhouse, from Mater 
Misericordia Academy, joins the adver- 
tising staff to help take care of agents’ 
requisitions. Ann met up with Herman 
D. Packard in the automobile liability 
department of the Indemnity Insurance 
Company of North America. 

Miss Helen Stevens, who takes care of 
budgets and things financial in the 
advertising department, met up with 
George W. Lindley, an engineer with 
the Bethlehem Steel Co. and, once more 
—that’s that. 

‘Losing three good-looking girls at 
such a rapid clip is trouble enough,” 
said Arthur Joyce, advertising manager, 
“but it so happens that besides good 
looks these girls have brains—a rare 
combination.” 





KENTUCKY FIRE SAFETY COMM. 


Governor Clements has announced ap- 
pointment of a thirty-two member Ken- 
tucky Fire Safety Commission for the 
purpose of studying and curbing the 
state’s growing fire problem. Composed 
of religious, civic, and business leaders 
and six ex-officio state officials, the 
members were drawn from twenty-three 
organizations and from seventeen cities 
throughout Kentucky. 


“W arlike Operations” Held to Cover 
Many Acts of Ships During Wartime 


A collision between the United States 
Navy Ship YMS-12, a Government mine 
sweeper, and the steam tanker John 
Worthington at sea in a buoyed channel 
in the approaches to the New York 
harbor on the morning of December 16, 
1942, gave rise to two suits in admiralty, 
one a libel by the United States as 
owner of the YMS-12 against Standard 
Oil Company of New Jersey for dam- 
ages sustained in the collision, and the 
other by the Standard Oil Company as 
owner of the John Worthington against 
the United States upon a contract of 
war risk insurance for any sum which 
the Standard Oil company might be 
held liable to pay in the collision action 
and the expenditures necessarily ineurred 
in the defense thereof, 

The YMS-12 alone sustained collision 
damage. At the time of the collision, 
the tanker John Worthington was being 
operated under the terms of a charter 
party to the Government. In the Gov- 
ernment’s collision suit the Standard Oil 
Company based its affirmative defense 
upon the war risk insurance provided 
by the Government under Clause “20” 
of the charter party. 

Collision Near New York 

The tanker was outbound in convoy 

from New York in ballast. The YMS-12 


was part of a mine-sweeping formation 
of three mine-sweepers proceeding sea- 
ward. Faults in the navigation of both 
vessels contributed to the collision. These 
faults consisted of failures to comply 
with applicable rules for prevention of 
collisions and requirements of good sea- 
manship under the circumstances. 

At the time of the collision Standard 
Oil was insured by the United States 
against specified war risks with respect 
to the John Worthington under an 
insurance binder covering vessels 
requisitioned by the War Shipping 
Administration, which referred to the 
war risk clauses of the full form of 
standard marine and war risk policy of 
the Administration. 

These and other facts were stipulated 
by the parties so that no issue of fact 
remained for determination by the court, 
which, after stating the facts, gave its 
conclusions of law drawn. from these 
facts. These conclusions of law may be 
summarized as follows: 

Both vessels being at fault Standard 
Oil was held liable to the Government 
for one-half of the collision damages 
to YMS-12. 

The next question was whether, under 
the terms of the charter party and the 
risks assumed and insured against by 
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Hudson Bay Route 
Marine Rates Cut 25% 


Marine insurance rates on the Hud- 
son Bay route out of Canada have been 
reduced 25%, according to L. F. McIn- 
tosh, Saskatchewan’s cooperatives min- 
ister. The reduction applies on both 
hull and cargo insurance. Hull insur- 
ance costs on an average ship of 7,000 
tons valued at $1,000,000 formerly 
amounted to $12,925 and under the new 
rates the figure will be $9,694. There 
will be a corresponding saving in in- 
surance charged on cargo. 





the Government, as war risk under- 
writer, the claim for one-half of the 
collision damage could be successfully 
maintained against Standard Oil. 

The effect of the charter party pro- 
visions was to make the Government re- 
sponsible for risks of war excluded by 
the F. C. and S. warranty, including all 
consequences of hostilities or warlike 
operations. 

The YMS-12 was actually engaged 
in a warlike operation at the time of 
collision. “Warlike operations” the court 
said, “are not to be confined to imme- 
diate attack upon the enemy. During 
war almost any movement of a war 
vessel in the course of her duties exer- 
cised in a war area is included; warlike 
operations include and cover operations 
defensive as well as_ offensive in 
character, 

“Mine-sweeping conducted by a belli- 
gerent in the waters of the channels in 
the approaches to a great harbor of the 
belligerent is most certainly a warlike 
operation.” 

“The collision was therefore held to be 
a consequence of warlike operation of 
YMS-12. Faulty navigation on its part 
did not, it was held change the character 
of the operation, or render the collision 
any the less a consequence of a warlike 
operation. 

Obstacle to Navigation 

The two accompanying mine sweepers, 
with mine sweeping gear streamed and 
trailing paravanes, “presented an un- 
usual and unexpected obstacle to navi- 
gation. * * * This unusual formation, of 
which the YMS-12 was a part, closed 
to the S. S. John Worthington lanes 
of navigation affording possible escape 
which would ordinarily have been closed 
to her. 

“The negligence found to exist was 
negligence ‘under the circumstances’ of 
the special and extraordinary conditions 
existing—conditions created by the war- 
like operation of mine sweeping.” 

The liability of Standard Oil for any 
part of the damage to the YMS-12 was 
held to be covered by the war risk in- 
surance issued by the United States 
under Clause “20” of the charter party. 

Turning to an examination of the ma- 
terial provisions of the marine policy 
and war risk endorsement involved in 
the case, the District Court said: “It was 
the manifest intent and general scheme 
of the insurance to exclude from the 
marine policy certain risks including 
those caused by or resulting from ‘all 
consequences of hostilities or warlike 
operations,’ and to assume by the war 
risk endorsement all risks so excluded 
from the marine policy.” 

of F.C. & S. Clause 

The scope of the F. C. & S. Clause 
was in effect made to read as co-exten- 
sive with the undertaking contained in 
the war risk endorsement. This subordi- 
nation of the F. C. & S. Clause had as 
its sole purpose “to make the exclusion 
of the F. C. & S, Clause commensurate 
with what was assumed by the war 
risk endorsement. The result is that the 
rnning-down liability for war risk col- 
lision is excluded from the marine policy 
and that the war risk underwriters as- 
sume the collision liability so excluded. 

“It follows that the United States of 
America must indemnify Standard Oil 
against all costs of defense of the suit 
brought by it and this amount will be 
determined by usual reference.” United 
States versus Standard Oil of New Jersey, 
Federal District Court for the Southern 
District of New York, Admiralty Divi- 
sion, 81 F. Supp. 183. 
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Preferred Accident Gets 
$3,000,000 From RFC 


FOR ADDITIONAL FINANCING 





Company Will Show in June 30 State- 
ment Total Assets of About $16,100,000; 
Policyholders’ Surplus $5,100,000 





Floyd N. Dull, president of the Pre- 
ferred Accident of New York, an- 
nounced yesterday, June 23, the comple- 
tion of arrangements with the Recon- 
struction Finance Corp. for additional 
financing in the sum of $3,000,000. The 
new funds will supplement original ad- 
vances of $5,000,000 provided by the 
RFC and will be used to provide the 
company with additional policyholders’ 
surplus commensurate with the volume 
of desirable business now available to it. 

Superintendent of Insurance Robert 
E. Dineen of New York has indicated 
his approval of the transaction. The 
program was approved on Wednesday 
by the board of directors of the Pre- 
ferred and will be submitted to stock- 
holders for approval on July 14 

As of June 30, 1949, after giving effect 
to the new money, the company will 
have assets of approximately $16,100,000 
and surplus to policyholders in excess 
of $5,100,000, including capital of $1,- 
230,000. 

The transaction will be consummated 
by an adjustment of capital stock, un- 
der which the present cumulative pre- 
ferred stock of 1,000,000 shares, par 
value $1 and liquidating preference $5, 
will be reclassified as 1,000,000 shares, 
par value $1 and liquidating preference 
$8. The dividend rate per share will be 
advanced from 20 cents to 32 cents. The 


interest rate on the RFC loans will re- 
main at 34%. 





Robley E. Clark Joins 
The National Bureau 


Robley E. Clark, formerly secretary 
of the Casualty and Surety Acquisition 


Cost Conferences, recently joined the 
National Bureau of Casualty Under- 
writers. Miss Clark has been in associa- 


tion work for nearly 25 years, her first 
connection being with the Surety Asso- 
ciation of America in December, 1925. 
She joined the Acquisition Cost Confer- 
ences in 1927 and rendered loyal and 
efficient service to that organization for 
22 years. 














DR. ANDREW SIVERTSEN, A PROMINENT 
MINNEAPOLIS PHYSICIAN, PROVIDED HIM- 
SELF WITH INCOME PROTECTION IN 1927 


LESLIE SPEAKER ON COAST 





National Bureau’s Manager Tells South- 
ern Calif. Casualty Ass’n About State 
Regulatory Problems 

General Manager William Leslie of 
the National Bureau of Casualty Under- 
writers, accompanied by Rollo E. Fay, 
Pacific Coast branch manager of the bu- 
reau, addressed the Casualty Insurance 
Association of Southern California June 
17 at Los Angeles on rate regulatory 
problems. Thereafter he conferred with 
the Southern California Acquisition Cost 
Conference. 

In his talk Mr. Leslie discussed the 
functioning of rate regulation under new 
state laws and the problems which con- 
front the National Bureau in its contacts 
with Insurance Departments of the vari- 
ous states. He also spoke about the 
retrospective rating Plan D which has 
been given approval by the New York 
Insurance Department. 

Mr. Leslie, who is accompanied on his 
Pacific Coast trip by Mrs. Leslie, will at- 
tend the annual meeting of the Insur- 
ance Commissioners June 26 - 30 in Seat- 
tle. He will stop off in San Francisco 
for a few days en route. 





Home Indemnity Promotions 

The Home Indemnity promoted Wil- 
lard F. Turley to be manager of its 
new Omaha office. Mr. Turley, formerly 
special agent for this company at St. 
Louis, will supervise its operations in 
Iowa and Nebraska. 

Andrew V. Redpath, formerly a 
trainee at the St. Louis office, has been 
made special agent for Home ‘Indemnity 
in southern Illinois and eastern Mis- 
souri. 


VIRGINIA COMP. RATES REDUCED 

An over-all average reduction of 
14.5% in Virginia workmen’s compensa- 
tion rates, effective July 1, 1949, on new 
and renewal business, has been an- 
nounced by the Virginia Corporation 
Commission. 





C.&S. Ass’n Member Cos. 

To Write TDB Business 
STATEMENT MADE BY DORSETT 
Says That Substantial Number Now 


Preparing to Enter Non-Occupa- 
tional Disability Field 





Complete assurance was given this 
week by J. Dewey Dorsett, general 
manager, Association of Casualty & 
Surety Companies, that a very substan- 
tial number of the capital stock casu- 
alty companies will write non-occupa- 
tional disability benefits insurance under 
the new Mailler-Condon law in New 
York State which becomes fully effec- 
tive on July 1, 1950. 

This was good news for many insur- 
ance producers in this state, particularly 
those controlling workmen’s compensa- 
tion business. It was felt that an atti-. 
tude of apathy on the part of the casu- 
alty carriers toward DB insurance might 
put their control of such business in a 
vulnerable competitive position. 

Mr. Dorsett’s statement regarding the 
position of the member companies of his 
organization follows: “At a meeting of 
our executive committee on June 8 the 
casualty advisory committee recom- 
mended that member companies - now 
writing casualty insurance consider en- 
tering the non-occupational disabliity in- 
surance field and afford an adequate 
market for this new form of coverage. 
Following discussion, it was _ clearly 
demonstrated by a show of hands that 
a substantial majority of the companies 
there represented were preparing to 
write disability benefits insurance. 

“Tn order to obtain a more thorough 
expression of sentiment, however, the 
executive committee directed that the 
entire membership be polled for their 
views. On June 10, I addressed a letter 
to the companies and already enough 
replies have been received to show 
clearly that a very substantial number 
are preparing to enter the non-occupa- 
tional disability insurance field. 

“In view of the fact that the mem- 
bership of our association consists of 
68 leading capital stock companies 
which write a majority of the country’s 
casualty insurance, I do not think there 
need be any more doubt that an ade- 
quate market for this new form of in- 
surance will be provided.” 
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in benefits 
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MeWilliams, Tribou Now 

Assistant Secretaries 
AETNA GROUP PROMOTES THREE 
Collopy Made Assistant Manager of 


Pacific Coast Department; All Three 
Are Bar Association Members 








Two new officers. and an assistant 
department manager were named by the 
board of directors of the Aetna Insur- 
ance Co. at its regular monthly meeting 
June 13. Richard K. McWilliams, man- 
ager of the casualty claim department, 
was elected assistant secretary of the 
Century Indemnity Co.; William H. 
Tribou, attorney in Aetna’s legal depart- 
ment, was named assistant secretary of 
the Aetna and its fire and casualty sub- 
sidiaries, and Mervyn F. Collopy, super- 
intendent of the Pacific department’s 
inland marine department, was advanced 
to assistant manager of the Pacific 
department. 

Mr. McWilliams joined the Century 
in 1936 as a supervisor in the Boston 
claim department. A native of St. John, 
he is a graduate of Bangor, Me., high 
school, Bowdoin College and Harvard 
law school. He practiced law in Boston 
from 1923 to 1928 and was an independ- 
ent claim adjuster in Rumford, Me., 
and an official of a Rumford insurance 
agency from 1928 until his affiliation 
with the Century. In 1941 Mr. McWil- 
liams was made manager of the Hartford 
claim division and in 1945 he was re- 
turned to Boston to become manager of 
that claim division. In May, 1948, he 
was recalled to the home office and 
appointed manager of the casualty claim 
department countrywide. He is a mem- 
ber of the Massachusetts, Maine and 
New York Bars. 

Tribou and Collopy 


Mr. Tribou came with, the Aetna in 
1928 as head of the law department of 
the Century. A native of Hampden, Me., 
he received his education at Hampden 
Academy, University of Maine and Bos- 
ton University law school. Prior to his 
affiliation with the Aetna, he spent a 
year in legal work in Boston, two years 
in the legal department of the Mary- 
land Casualty Co.’s Boston office, and 
three years as manager of the Portland, 
Me., claim division of the Maryland. A 
resident of Wethersfield, Conn., Mr. 
Tribou was appointed town prosecutor 
when the Wethersfield Town Court was 
organized in 1935 and served in that 
capacity until 1941 when he was ap- 
pointed town judge. He resigned from 
the bench in September, 1947. Mr. Tribou 
is a member of the Bar of Maine, Mas- 
sachusetts, Connecticut and the U. S. 
District Court. 

Mr. Collopy, a native of San Fran- 
cisco, entered the employ of the Aetna 
as an office manager in the Pacific de- 
partment in 1923 immediately following 
his graduation from a San Francisco 
high school. He studied law for four 
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Survey Shows Continuation of Trend 


To Increase Compensation Benefits 


By BETHUNE JONES 


Bills liberalizing workmen’s compensa- 
tion laws have been widely enacted by 
state legislatures this year in continua- 
tion of a trend which has spread rapidly 
in recent years. 

Although complete data is difficult to 
obtain at this time because of the large 
number of bills relating to workmen’s 
compensation which flood state legisla- 
tures, a survey reveals that states en- 
acting bills boosting benefits or other- 
wise liberalizing such laws include Ala- 
bama, Montana, New Jersey, Ohio, 
Pennsylvania, Rhode Island, South Da- 
kota, Tennessee, Vermont, West Vir- 
ginia, Wisconsin and Wyoming. 

Alabama’s legislature enacted a meas- 
ure calling for an increase in payments 
to $21 per week and an increase in maxi- 
mum payments from $6,000 to $8,400. It 
also raised medical and hospital pay- 
ments. 


Increase Benefits in Montana 


A bill providing for a $2.50 weekly 
increase in benefits was enacted in Mon- 
tana. Under the new law, the maximum 
will be $20 for a single man and $26 
a week for a man with five or more 
dependents. Another new Montana law 
increased maximum medical aid and hos- 
pital benefits under the workmen’s com- 
pensation act to $1,000. 

New Jersey’s legislature enacted a bill 
providing “full coverage” for workers 
under the workmen’s compensation law. 
It extends compensation, either for in- 
juries or death arising from employment, 
when such injuries or death arises from 
“compensable occupational disease.” New 
Jersey law heretofore defined a specific 
list of occupational diseases which were 
compensable. That list is abolished by 
the new law, which defines compensable 
occupational diseases as follows: “All 
diseases arising out of and in the course 
of employment, which are due to causes 
and conditions which are or were char- 
acteristic of or peculiar to a particular 
trade, occupation, process or employ- 
ment, or which diseases are due to the 
exposure of any employe to a cause 
thereof arising out of and in the course 
of his employment.” 

Enacted by the Ohio legislature was 
a bill boosting compensation benefits 
from $25 to $30 weekly and increasing 
death payments from $7,500 to $8,000. 


Boosts O.D. Benefits 


Maximum weekly workmen’s compen- 
sation benefits have been raised in 
Pennsylvania from $20 to $25. The new 
Pennsylvania legislation also boosted oc- 
cupational disease benefits 15%, and in- 
creased allowances for medical services 
soe 60 to 90 days and from $150 to 
225. 

A number of bills relating to work- 
men’s compensation, including one add- 
ing to the list of compensable occupa- 
tional diseases disability arising from 
silicosis and asbestosis, or disability: aris- 
ing from any cause concerned with the 
peculiar characteristics of employment, 
and repealing that part of the state law 
which provides specific and lower com- 
pensation for silicosis and asbestosis. 

Passed by the South Dakota legisla- 
ture was a bill raising the workmen’s 
compensation ceiling from $20 to $25 a 
week, and boosting the minimum from 
$7.50 to $10. 

A new Tennessee law increased work- 
men’s compensation allowances from a 
lump sum maximum of $6,500 to $7,500 
for total disability, and increased maxi- 
mum weekly benefits from $20 to $25. 


Action in Vermont 


Vermont’s legislature increased mini- 
mum weekly compensation benefits from 
$10 to $12 and the maximum from $20 
to $25. It also doubled hospital and med- 


ical benefits, raising the ceiling from 
$375 to $750. 

Enacted in West Virginia was a bill 
increasing weekly compensation benefits 
from a maximum of $18 to $25, widows’ 
benefits from $30 to $50, and making 
occupational diseases other than sili- 
cosis compensable. 

A bill enacted in Wisconsin increased 
maximum compensation weekly benefits 
from $28 to $33.55. It also increased pay- 
ments for death or major injury. 

The Wyoming legislature also ap- 
proved a bill increasing benefits. The 
new liberalizing law was described by 
its sponsors as the most important piece 
of Wyoming legislation affecting work- 
men since the original enactment of the 
sate workmen’s compensation act in 


Governor Vetoes Bill 


An Idaho bill which would have broad- 
ened provisions of the state’s present 
silicosis law and added other respira- 
tory diseases as compensable under the 
state workmen’s compensation act was 
vetoed by Governor C. A. Robins, who 
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pointed out that other legislation pro- 
vided for an interim legislative study of 
Idaho workmen’s compensation and oc- 
cupational disease laws. 

Bills to liberalize compensation in vari- 
ous respects were still pending in several 
states at this writing. 

Proposals to broaden compensation 
statutes to include employes of small 
firms now exempt were introduced in 
a number of state legislatures, but no 
new enactment of such bills has been 
reported thus far this year. 


J. D. SMART HEADS CASUALTY CO. 

In addition to his presidency of the 
New Hampshire Fire, James D. Smart 
was recently elected president of its 
casualty affiliate, the American Fidelity 
Co., Montpelier, Vt. Mr. Smart, for- 
merly vice president, succeeds S. C. Wil- 
son, who was elected to the newly cre- 
ated office of board chairman. C. B. 
Bristol, formerly vice president, was 
advanced to executive vice president and 
— S. Harvey was elected vice presi- 
ent. 
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they sell themselves. 


UNDERCOVER/ED) MAN! 


No wonder he can’t sleep in peace. He doesn’t 
have adequate coverage for the numberless things 


that can, and do, happen. 


But you, the Insurance Producer, can do some- 
thing for him and for yourself at the same time. 
Manufacturers Casualty has all sorts of “blankets” 


for proper coverage. They’re easy to sell; in fact, 


Telephone, write or visit our nearest office. 


MANUFACTURERS 


Casualty Insurance Co. 
1617 Pennsylvania Boulevard 
PHILADELPHIA, PA. 


W. STANLEY KITE, President 





Commerce Status 
(Continued from Page 5) 


Connecticut (before Governor), Florida 
(before Governor), Georgia, Illinois, 
Missouri, Ohio and Texas. 

Clayton Act-Type Legislation 

New legislation dealing with stock 
ownership and interlocking directorates 
of insurance companies was enacted this 
year in California, Indiana, New Hamp- 
shire and Washington. 

Litigation 

There have been several recent cases 
under various Federal statutes against 
insurance companies, brought on the 
theory that the insurance companiés are 
engaged in the business of interstate 
commerce. The most important pending 
case was argued this spring in the 
United States District Court for the 
Eastern District of Arkansas, North 
Little Rock Transportation Co. v. Cas- 
ualty Reciprocal Exchange, et al. In 
this case, the plaintiff taxicab company 
charges a violation of the Sherman Act 
in that the defendant insurers, which 
include the National Bureau of Casualty 
Underwriters and its members, engaged 
in a conspiracy in restraint of trade. 
The plaintiff cab company argues that 
the Arkansas rate regulatory law (Act 
116, Laws 1947), which is based on the 
Commissioners—All-Industry model, vio- 
lates the Sherman Act and that Public 
Law 15, in so far as it would invalidate 
such state regulatory laws, is unconsti- 
tutional. The defendants have moved for 
summary judgment and a decision is ex- 
pected in the near future. 

FTC Mail Order Insurance Industry 

In December, 1947, the Federal Trade 
Commission held a conference in Chi- 
cago for the mail order insurance in- 
dustry, at which a set of proposed fair 
trade practice rules were discussed. In 
the FTC release of April 28, 1949, 
reproducing the text of its proposed 
trade practice rules of the mail order 
insurance industry, that industry is 
stated to mean all persons and corpora- 
tions engaged in selling any kind of in- 
surance outside their domicile through 
the mails or other interstate communi- 
cation and without the employment of 
any agent licensed in the state where 
the sale is promoted or where the de- 
livery of the policy is made. 

The proposed rules defining unfair 
and deceptive trade practices for the 
mail order insurance industry, in addi- 
tion to other defined practices, include 
the following: (1) advertising or repre- 
sentations which tend to deceive or mis- 
lead purchasers as to benefits or losses; 
(2) use of misleading names, titles or 
policy descriptions; (3) defamation of 
competitors; (4) representations of ap- 
proval by governmental agencies; (5) 
misrepresentation of financial stability; 
(6) use of deceptive testimonials; (7) 
failure to pay just claims, and (8) con- 
cealment of limitations and exceptions. 
A hearing on the proposed rules was 
held by the Commission on May 25 of 
this year. 


“Under 25” Drivers in Kans. 
To Pay $5 More for Car Ins. 


Insurance Commissioner Frank Sulli- 
van of Kansas has rejected the pro- 
posed average increase of 30% in auto- 
mobile liability rates filed by the Na- 
tional Bureau of Casualty Underwriters 
at a recent informal hearing. However, 
Mr. Sullivan approved an average rate 
increase of $5 per car for insureds with 
“under 25” drivers in their households. 
The Commissioner also approved 20% 
rate increases on truck B.I. and P.D. 
policies as well as a 15% reduction on 
rates for long haul moving vans. 
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Big Program Lined Up 
For Cleveland Meeting 

FISHBEIN TALK NOT CANCELED 

National A. & H. Association Gathering 


June 26-29 to Attract Many of the 
Leading Producers 








Plans are completed for big annual 
convention of the National Association 
of Accident & Health Underwriters 
June 26-29 in Hotel Hollenden, Cleve- 
land. With total membership of this 
organization at an all-time high, both in 
local associations and individual A. & H. 
producers, this gathering promises to be 
one of the best attended in the 20-year 
history of the National Association. 

Added interest is given to the pro- 
gram by the news, received on June 15 
by Wesley J. A. Jones, executive sec- 
retary-treasurer, that Dr. Morris Fish- 
bein, editor of the Journal, American 
Medical Association, would make his 
scheduled luncheon address on June 29. 
It had been thought that the “powers 
that be” in the AMA, following their 
edict at the recent Atlantic City annual 
meeting to forbid further speaking ac- 
tivity by Dr. Fishbein, would mean can- 
cellation of his Cleveland appearance. 
However, the board of trustees of the 
AMA voted unanimously to allow him 
to make this speech, and it will feature 
a major policy pronouncement of Amer- 
ican Medical Association explanatory of 
its statement of principles on voluntary 
health insurance. adopted at Atlantic 
City. 

Welcome by Cleveland Mayor 

The program gets under way Mon- 
day, June 27, with the welcoming ad- 
dress at luncheon by Thomas A. Burke, 
mayor of Cleveland, and that of John D. 
Byrne, president of the Cleveland A. & 
H. association, who is general agent in 
that city of Union Mutual Life. Mr. 
Byrne will preside at this luncheon and 
will also introduce O. J. Breidenbaugh 
of Indianapolis, insurance consultant 
who was formerly executive secretary of 
the National Association. Mr. Breiden- 
baugh’s topic will be “Security Is Our 
Business.” 

That afternoon Eugene F. Gregory, 
Denver general agent of Business Men’s 
Assurance, who is national president, 
will deliver his annual report. It will be 
an impressive account of the splendid 
progress made during the past year by 
the organization. Following a_ sight- 
seeing tour of Cleveland the delegates 
will be guests of the Detroit Association 
of A. & H. Underwriters at a cocktail 
party. The evening is reserved for com- 
pany group dinner meetings. 

Breakfast meetings of the Leading 
Producers Round Table, women’s pro- 


ducers and office women’s divisions will 
open the second day’s activities, and 
elections of officers are scheduled to 
take place at these meetings. 

C. B. Stumpf to Preside on Second Day 

The formal convention session, at 
which Charles B. Stumpf of Madison, 
Wis., will be presiding éfficer, will start 
with the annual report of Executive 
Secretary Jones. Mr. Stumpf, general 
agent of Illinois Mutual Casualty, is 
first vice president of the National As- 
sociation and slated to be elected presi- 
dent at this annual gathering. 

In turn, Vice President Stumpf will 
introduce the following speakers and 
their topics: Edward H. O’Connor, ex- 
ecutive director, Insurance Economics 
Society of America, “Security—The 
American Way”; John E. North, Cleve- 
land general agent, Loyal Protective 
Life, “More Valuable Than Money”; 
William R. Dignan, president, W. R. 
Dignan & Associates, Cincinnati, after- 
noon speaker on “Why All of This Sell- 
ing?” and Russell T. Kelley, Ontario 
Minister of Health, “Some Answers to 
Our Health Problems.” 

The luncheon speaker that day will 
be Reverend R. E. Slaughter, well 
known as a humorist, whose subject is 
“Preachers Are Funny.” He will be 
introduced by John B. Lambert, Cleve- 
land general agent, Mutual Benefit 
Health & Accident, who is the conven- 
tion general chairman. 

The annual meeting and election of 
officers of the National Council, the gov- 
erning body of the association, will close 
the second day’s business program. A 
night baseball game between the Cleve- 
land Indians and Detroit Tigers will 
be the evening’s entertainment feature. 

Third Day’s Activities 

Opening event of the third day’s pro- 
gram is a breakfast meeting of the Pur- 
due Accident & Health School alumni. 
This will be followed by the Leading 
Producers Round Table discussion, pre- 
sided over by Chairman Rolf Noll who 
represents Continental Casualty in Kan- 
sas City. Speakers at this session and 
their subjects are as follows: 

Coyer Sanders, Jr., agency director, 
Reserve Loan Life, “Selling With a 
Heart”; Nate Freedman, superintendent, 


W. J. A. Jones Makes Hit at 
New York A. & H. Meeting 


Wesley J. A. Jones, executive secre- 
tary-treasurer, National Association of 
A. H. Underwriters, impressed his 
personality upon members of the New 
York Association of A. & H. Under- 
writers at their recent monthly lunch- 
eon meeting which was the final get- 
together of the spring season. Intro- 
duced by DeWitt A. Stern, president of 
the association, Mr. Jones gave an en- 
couraging report on NAAHU progress 
and extended a personal invitation to 
the New Yorkers to attend the Cleve- 
land convention June 26-29. Loyal At- 
kinson, branch manager, Massachusetts 
Indemnity, and an officer of the New 
York association, will be its delegate at 
this gathering. 

Inspirational feature of Mr. Jones’ 
message was his emphasis on an under- 
standing of the other fellow’s viewpoint 
in selling. He said that all too often 
people are self-centered and thus forget 
the importance of the “you attitude” in 
their sales contacts. He also maintained 
that knowledge of the A. & H. business 
or the product the producer is selling 
are not as important as “the projection 
of your personality so that people will 
warm up to you and feel that you have 





World Insurance Co., Indianapolis; “Sell- 
ing Combination Policy With Hospitali- 
zation”; William High, Topeka, “Acci- 
dent and Health Insurance Sold With a 
Conscience”; Fuller Bayless, Pacific 

Mutual Life, Kansas City, “It’s Later 
Than You Think,” and Forrest Glasgo, 
Business Men’s Assurance, Akron, O. 

National President Gregory will pre- 
side at the luncheon that day and will 
introduce newly elected officers for the 
coming year. He will also present Dr. 
Morris Fishbein, the guest speaker. 

Two sales inspirational addresses are 
scheduled for the afternoon—those of 
Charles C. Robinson, vice president, Co- 
lumbian National Life, Boston, and Bert 
A. Hedges, Wichita general agent, Busi- 
ness Men’s Assurance. Mr. Robin- 
son’s subject is “Tom Keith’s Sales 
Talk” and Mr. Hedges will speak on 
“We Have a Mandate.” 

_At the convention banquet that eve- 
ning the speaker will be Carlyle Emery 
of Chicago, vice president of Ruthrauff 
& Ryan, Inc., well known advertising 
agency. He will be introduced by Vice 
President Stumpf, the toastmaster. 
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delphia for an experienced Accident & Health Underwriter. Must be 
able to assume responsibility of department. Age 35-45. Excellent 
starting salary. Give full details of experience and qualifications. All 
replies held confidential. Our staff knows about this Ad. Write Box 
1883, The Eastern Underwriter, 41 Maiden Lane, New York 7. 








a sincere interest in their problems.” 

Mr. Jones defined personality as “the 
ability to influence the decisions of other 
people.” A major asset in the sales- 
man’s personality is his smile which has 
helped to close many a sale. The ability 
to be a good listener was also stressed 
by Mr. Jones. At the same time the 
salesman must be prepared to talk in- 
terestingly about his product and, in so 
doing, radiate his own personality. 

“Try to do nice things for people but 
do not ingratiate yourself with them,” 
the speaker said. “If compliments are 
in order offer them in a friendly fashion. 
It is far better to present bouquets to 
the living rather than to the dead,” he 
concluded. 


TDB ADVICE IN NEW JERSEY 


State Bureau Urges That Workers 
Know Type of Plan Under Which 
They Are Insured 

Seeking prompt and proper filing of 
TDB insurance claims under the state 
system, the New Jersey division of em- 
ployment security, department of labor 
and industry, has appealed to New Jer- 
sey employers to be sure their workers 
know the type of plan under which they 
are insured. 

Workers who are ill or disabled are 
required to notify the disability insur- 
ance service of their disability within 
the first ten days and a claim form, 
including the doctor’s certificate, must 
be filed within 30 days of the com- 
mencement of the disability under the 
state system. 

All employers subject to the Tem- 
porary Disability Benefits law have 
been advised as follows: 

“State plan claimants in your employ 
(or within 14 days after separation). file 
their claims on Form DS-1, ‘First 
Claim for Disability Benefits.’ DS-1 
forms may be obtained by the worker 
from his doctor, local offices of the N. J. 
State Employment Service, unions or 
by ‘mail. An employer may supply his 
workers. If you desire forms, write 
the state agency. 

“Private plan claimants in your em- 
ploy (or within 14 days after separation) 
file their claims on forms prescribed by 
the insurer. Generally, the employer 
supplies this form. 

“Unemployed claimants (workers who 
have been separated and unemployed 
for two or more weeks) file their claim 
on Form DS-1, and their benefits are 
paid under the provisions of Section 4 
(f) of the Unemployment Compensation 
Law of New Jersey. After two weeks 
of separation during which the worker 
is unemployed, the last employer is no 
longer liable for the coverage of the 
worker.” 











JOINS SYRACUSE AGENCY 

Charles E. Farrington, casualty field 
representative, Aetna Casualty & Surety 
and Wadsworth & Olmstead, Inc., Syra- 
cuse, N. Y., for the past three years, has 
joined the staff of the A. T. Armstrong 
Co., Syracuse. Collin A. Armstrong is 
president of this agency. 
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NURSE HIRE AT HOME © 
CASH INDEMNITY ON A "PAY" BASIS 
AND MANY OTHERS 


You Have A Good Company If You Represent 
“THE HOOSIER" 


For a Contract in 


NEW JERSEY PENNSYLVANIA WEST VIRGINIA 
Write Write Write 
WILLIAM FORD EARL S. FULLER W. H. HELMICK 
~- cna te. = $. Third = ° 428 Empire A ag 
Newark, N. J. : 7 a 


} The HOOSIER CASUALTY COMPANY, Indianapolis 
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It’s Easiest 


ACCIDENT 
Lifetime Indemnity for Total 
Disability 


SURGICAL 
Complete Schedule From $5 to $300 





«eto Sell 
PERFECTED PROTECTION 


HOSPITALIZATION 
Choice of Five Plans From $5.00 to $12.50 per day 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


the BEST 


LTH 
Two Years—No House Confinement 
Required 


MEDICAL 
At Home—Doctor’s Office—Hospital 
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Short Studies for Nature Lovers: Cats 
are so musical, they not only make 
2 | ” 
mew-sick but they make me sick. 

* PE 


“Haw-Haws” by Lou (Rochester) 
Hawes: A budget is a mathematical con- 
firmation of your suspicions. 

eee a 


Thanks to Harry Vincent (Manhattan 
Life’s Cromwell Agency) Cohen for a 
contribution which we regretfully had to 
return because of its length. Try again, 
Harry. 

ae a 

Dr. Wesley (Provident Mutual office) 
Gadd says: “Some people have a veneer 
which comes off easily with a little al- 
cohol.” 

eet alae 

Berthold M. (Broker) Weiss, our spe- 
cialist in typographical errors, sends us 
a recent “Fire Record” which was set as 


follows: 

FIRE RECORDS 
NG—Not given. ND—No damage. 
SL—Slight. TL—Total loss. 
TF—Trifling. CS—Considerable. 


MANHATTAN 
A.M. Location. Occupant. Damage. 
1:05—222 Cherry St.; not given..........+- SL 
1:10—295 W. 11 St.; not given... ..cccscses TF 
1':40-—352 B.S Skis ROC BIO 6 ccc oncew cuss TF 
4:35—Front of 765 Washington St.; auto; 

MOC PIVEN! so Siccac ccc ccvsccetecvers F 
5:05—131 Monroe St.; not given..........+- SL 
MORE .... MORE .... MORE .... MORE 

We won't tell you what paper printed 
the above, but we do think the fire pre- 
vention bureau should look into the 
matter. 

* * * 


Just heard from Ralph T. (Curtis In- 
stitute of Business Systemati-collegy) 
Curtis, who wrote from his balliwick in 
Tulsa, Oklahoma, “And then there’s the 
one about the man who hurried up to 
the counter, laid down five pennies and 
asked for a can opener. The clerk 
handed him a nickel and he rushed away 


happy.” 
es 





JOHN D. FERGUSON PROMOTED 





New Amsterdam Casualty Appoints Him 
Manager at Minneapolis; Has Been 
in Field in That Territory 
The New Amsterdam Casualty Co. 
announces the appointment of John D. 
Ferguson as its manager at Minneapolis. 

Mr. Ferguson is a native of Colorado 
and has been active in casualty and 
surety underwriting and production since 
1935 except for service in the Army. 

Following World War II he moved 
to Minneapolis and joined the staff of 
the New Amsterdam. Recently he has 
been servicing agents in Minnesota, 
North and South Dakota and the west- 
ern part of Wisconsin, the territory un- 
der the jurisdiction of the New Amster- 
dam’s Minneapolis branch office. 


EDWARD G. FAGAN PROMOTED 








Glens Falls Indemnity Appoints Him 
Field Supervisor in Claims Depart- 
ment With Company Since 1930 
The Glens Falls Indemnity Co. an- 
nounces the ‘appointment of Edward G. 
Fagan as field supervisor of its claims 

department. 
Mr. Fagan has been a member of 


_ this department since July, 1930, first 


serving as a claims examiner. He was 
later given supervision over all auto- 
mobile claims. In January, 1949, he was 
assigned to general administrative and 
traveling duties involving liaison work 
between the home office and the claims 
men in the field. 





LARNER AD CLUB DIRECTOR 

Edward A. Larner, executive head of 
the Employers’ Group, has been elected 
director of the Boston Advertising Club 
to serve for two years. 





About a month ago, the papers carried 
the story of Charles (druggist) Lupica, 
of Cleveland, who clambered atop a 16- 
foot wooden post on the roof of his 
store and vowed he would stay put “un- 
til the Indians get back in first place.” 
Are you beginning to worry, Charles, or 
would you like to change your mind? 

ees 


Testing the mental capacity of an in- 
coming patient, a doctor asked: “What 
would happen if I cut off one of your 
ears?” The patient replied sanely, “I 
couldn’t hear so well.” The doctor then 
asked “And if I cut off both ears?” The 
patient said: “I couldn’t see.” “Why 
wouldn’t you be able to see?” asked the 
doctor indulgently. The patient ex- 
plained: “Well, you see Doc, if you cut 
off both my ears, my hat would fall 
down over my eyes.” 


Announcement: Next week, a gag by 
Leonard (agency head) Jacobs and a 
po-em by Wes (Provident Mutual H.O.) 
Gadd. ... Don’t say we didn’t warn yez. 


—MERVIN L. LANE. 


least 5 years experience and 


New York 7, N. Y. 





A & H CLAIM ADJUSTER 


Outstanding opening exists in Home Office of fast growing company 
in Philadelphia for an experienced Accident & Health Claim Adjuster 
capable of assuming full + er of department. Must have at 

e between ages 35-50. Excellent starting 
salary and bright future for the right man. Replies held in strict con- 
fidence. Write Box 1882, The Eastern Underwriter, 41 Maiden Lane, 








Murray on London Visit 
To Study Forms and Policies 


To set up a system of exchanging in- 
formation on insurance forms and poli- 


cies with the head office of the Employ- 
ers’ Liability, Richard Murray, superin- 
tendent of the Employers’ Group home 
office forms department, is now in Lon- 
don. He is accompanied by Mrs. Mur- 
ray. 

They expect to be in London for two 
weeks, after which they will visit the 
western part of England, returning to 
the United States in mid-July by boat. 
Their last trip abroad was in 1938 when 
Mr. Murray was given a reward trip by 
the Employers’. 
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SURVEY /Zoves THIS 


CAMPAIGN SELLS INSURANCE 


7 GF. g. oS per cent of those who requested a 
booklet mentioned in AMICO national ads in- 
creased their insurance after reading the book- 
let. This is proved by a survey of results from 
the ads, titled So You THINK You're Insured, run- 
ning currently in Newsweek and U. S. News. The 
ads offer a free booklet, 29 Gaps in Your Bridge 
to Security, and feature lines of casualty coverage. 
Each ad points to the advantage of consulting 
an AMICO agent about personal and business 
insurance protection. 

A complete set of well-planned merchandis- 
ing material enables the agent to tie in locally 
with the national advertising campaign. 


Every AMICO ad and every merchandising aid has one objective — to help 


the agent sell more insurance. 


Results prove this national ad campaign has paid off in real sales for local 


AmICco agents. 





SALLEY WITH MASS. BONDING 


Named Superintendent of Contract Bond 
Division of Bond Department in 
New York Office 

The Massachusetts Bonding & Insur- 
ance Co. announces the appointment of 
John Salley as superintendent of the 
contract bond division of the bond de- 
partment of the New York office. 

Mr. Salley has had a broad experience 
in the credit contract field, having 
started in W. R. Grace & Co., serving 
in its accounting, credit, import, export 
and banking departments. From Grace 
& Co. he joined the Fidelity & Deposit 
Co., where he remained for 15 years 
with the contract, fidelity and court de- 
partments and served as a member of 
the branch underwriting committee. 
Subsequently he became associated with 
the National Surety Corp., where for the 
past eight years he has been engaged 
in contract and miscellaneous bond un- 
derwriting. 

With Mr. Salley’s acquisition the bond 
department under the direction of W. 
A. Sessions now has a well balanced 
organization. 





MASS. BONDING INNOVATIONS 





Employes of N. Y. Branch Office Now 
Have Own Lunch Room; Annual 
Outings Started 


Two innovations have been recently 
set up for employes of Massachusetts 
Bonding’s New York branch office which 
met with an immediate favorable reac- 
tion. The first was the installation of a 
modern lunch room in the company’s 
building at 130 William Street which is 
for the convenience and use of the em- 
ployes, some 220 of whom make daily 
use of the facilities. Under the direct 
supervision of Miss B. A. Lewis, per- 
sonnel manager in the New York office, 
the lunch room was the outgrowth of 
Vice President Albert E. Spottke’s 
thinking that “good public relations 
begins at home.” 

Similarly, the all-day outing recently 
attended by over 300 employes of this 
office proved to be another popular inno- 
vation in Mr. Spottke’s program. The 
affair was held at Penner’s Lake Park, 
Upper Saddle River, N. J. Features were 
athletic events during the day and enter- 
tainment in the evening following a 
chicken dinner. It was decided to hold 
an outing annually. 





Has New Chicago Quarters 


On July 1 the Chicago office of the 
Association of Casualty & Surety Com- 
panies will occupy new quarters at 120 
S. LaSalle Street. The move is being 
made so as to centralize all activities 
of the office at one address. The various 
divisions which will occupy the two 
suites at the new address are the field 
office of the Chicago claims bureau, the 
Chicago index bureau, the Chicago plate 
glass bureau, the accident prevention 
field office, and the office of Roy 
Davis, Chicago branch manager. 


To Study Taxicab Rates 


Insurance Commissioner Robert A. 
Crichton of West Virginia announces 
that a special study of casualty rates 
filed for taxicab companies in that state 
will be made to determine whether they 
conform with a 1949 law. This study will 
determine whether the rates are “too 
high, too low, or unfairly discrimina- 
tory.” 
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FEDERAL BONDING FUND BILL 





Introduction in Congress of McCarran 
Measure Causes Concern Among 
Bonding Company Officials 


Bonding company executives ex- 
pressed concern this week over the in- 
troduction in both houses of Congress 
of a bill which would set up a Federal 
bonding fund, out of which would be 
paid the premiums for Government em- 
ploye bonds. This bill, which stems from 
a recommendation of the Hoover Com- 
mission on Organization of the Execu- 
tive branch, was introduced by Senator 
Pat McCarran (D., Nev.). Generally 
speaking, the measure follows the pat- 
tern of a 1943 bill prepared by Senator 
McCarran. However, no hearings were 
held on that bill and it died in commit- 
tee. 

The present bill, if passed, would de- 
prive private bonding companies of con- 
siderable premium income, and it is from 
that standpoint that surety officials have 
registered their strong opposition to it. 

Under the provisions of the McCar- 
ran bill the Federal bonding fund would 
be set up on a mutual insurance com- 
pany principle, with a $500,000 initial ap- 
propriation from the Treasury, to be re- 
paid with 3% annual interest over a 
2-year period out of the earnings of 
the fund. 

Premium charges to the employes pur- 
chasing bonds would be on a cost basis, 
and these would be decreased as rapidly 
as sound actuarial practices would per- 
mit, as the fund’s reserves grow. 





Strasser Succeeds Danford 
In C. & S. Association 


Marland K. Strasser, assistant educa- 
tional director of the accident preven- 
tion department, Association of Casualty 
& Surety Companies, has been promoted 
to educational director succeeding Har- 
old R. Danford, who has resigned this 
post. Mr. Danford, as of July 1, will be- 
come supervisor of health, physical ed- 
ucation, recreation and safety for Pinel- 
las county, Florida, with headquarters 
at Clearwater. 

During his six years with the Associa- 
tion, Mr. Danford specialized in the pro- 
motion of high school driver education 
and training. He has been active in 
the National Conference on Home Safe- 
ty, President’s Highway Safety Confer- 
ence of 1946 and 1949 and the American 
Association of Health, Physical Educa- 
tion and Recreation. 

Mr. Strasser, who entered the acci- 
dent prevention department in February, 
1948, was formerly a teacher in Califor- 
nia public schools and at the University 
of California. He held the Sanford Per- 
kins Memorial Fellowship at New York 
University’s Center for Safety Educa- 
tion, and is a candidate for a doctorate 
in the field of safety education. 





JAS. P. O'BRIEN DEAD 





Vice President and Director of American 
Credit Indemnity Widely Known in 
His Field; Died in His Sleep 


Jas. P. O’Brien, vice president and 
director of American Credit Indemnity, 
died suddenly in New York on June 17. 
He had been under the care of a doctor 
for some time previously, but his illness 
had not been regarded as serious. He 
died in his sleep and death was at- 
tributed to heart failure. 

Mr. O’Brien graduated from the 
Wharton School of Business Adminis- 
tration, University of Pennsylvania, and 
shortly after became a special agent in 
Philadelphia for the American Credit. 
His career in this field took him to 
Newark, N. J., as general agent for 
American Credit, and later to Boston 
where he represented the company in 
the New England area. 

In 1940 Mr. O’Brien was elected vice 
president in charge of agents and his 
headquarters were transferred to Balti- 
more. Election to the board of directors 
followed in 1946. Since 1948 his head- 
quarters had been New York City. 


STANSBURY GOES WITH BOSTON 





Made Vice President of Company and 
Affiliate to Supervise Casualty Op- 
erations When They Enter Field 


Directors of the Boston and Old 
Colony Insurance Cos. have elected Wil- 
liam E. Stansbury a vice president of 
the two companies. It is contemplated 
that he will supervise the casualty oper- 
ations of the companies when they enter 
that field. 

Mr. Stansbury was graduated with the 
degree of Bachelor of Laws from the 
National University, Washington, D. C. 
He entered the casualty field in 1923, and 
after being with the Maryland Casu- 
alty Co. for a period of seven years, 
resigned to accept a position as Super- 
intendent of the Casualty Department 
of the Hartford Accident & Indemnity 
Co.’s branch office at Washington, D.C. 
where he remained until July, 1938, 
when he resigned to open a_ branch 
office in that city for the Globe Indem- 
nit Co. Subsequently, he was appointed 
regional manager for the companies in 
the Royal-Liverpool Group. On January 
1, 1948, Mr. Stansbury was transferred 
to the New York office of the Royal- 
Liverpool Group as agency secretary in 
charge of the southern department. 

The Boston and Old Colony are plan- 
ning to enter the casualty field at the 
earliest possible date after the establish- 
ment of a sound casualty organization 





J. Stanley Carey Is Now 
With Benedict & Benedict 


J. Stanley Carey recently rejoined the 
brokerage firm of Benedict & Benedict, 
New York, as manager of its life, Group, 
A. & H. and disability benefits depart- 
ment. Mr. Carey will supervise this ac- 
tivity in the New York and Brooklyn 
offices of the organization. 

Mr. Carey returns to Benedict & 
Benedict after more than six years of 
naval service. Ranking as a lieutenant 
commander, he served two years in the 
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NON-CANCELLABLE and 
GUARANTEED RENEWABLE 
HEALTH and ACCIDENT 


wwe Faull Revere Life 
INSURANCE ZCOMPANY 


Is licensed and does business in the 48 states, the District of Columbia and Hawaii 


INSURANCE 
* 


LIFE INSURANCE 


WORCESTER + MASSACHUSETTS 








GOLF TOURNAMENT JUNE 28 

Stephen Bedell, Jr., Maryland Casu- 
alty’s assistant manager in New York, 
is chairman of the Casualty & Surety 
Club’s annual golf tournament which will 
be held June 28 at the Rockville (L. I.) 
Country Club. A large attendance is ex- 
pected. 


South Pacific area and then handled 
lend-lease matters for the U. S. Navy 
in New York. Before the war he was 
life insurance manager in the New York 
office of Benedict & Benedict. 

Mr. Carey attended Fordham and St. 
John’s Universities and then finished up 
at Harvard Business School where he 
completed the course given by the Navy 
Supply Corps. 








Victor Montgomery, President 


ANGELES 


OBSERVES 5TH ANNIVERSARY 





“Between Ourselves” Monthly House 
Organ of. Zurich’s Eastern Dep’t 
Dedicated to Making Friends 


The June, 1949 issue of “Between 
Ourselves,” the monthly house organ 
issued by the Zurich’s eastern depar- 
ment in ‘New York, marked the fifth 
anniversary of this publication under-the 
editorship of Norman T. Robertson, su- 
perintendent of agencies. 

“It has been our aim since the first 
issue,” said Mr. Robertson in a fore- 
word to the June edition, “to maintain 
a friendly relationship with our many 
producers in the field. We have endea- 
vored to make our paper interesting 
from an educational as well as a person- 
al viewpoint. ‘Between Ourselves’ was 
designed for agents, and we will con- 
tinue the practice of making it your 
paper. 





London Announcement of 


Employers’ Liab. Changes 
After half a century in insurance 
R. J. Crowe, general manager of Em- 
ployers’ Liability, will retire, according 
to an announcement from the head 
office in London, and he will retain his 
seat on the board. He has been with 
the Empolyers’ 38 years. 

Managing director of Employers’ is 
Viscount Knollys. C. E. Keysell at pres- 
ent overseas manager, becomes mana- 
ger, and R. F. Shaw Kennedy, now 
assistant secretary, will become assistant 
to the general manager. C. 
Crocker, assistant overseas manager, 
will become overseas manager. H. A. V. 
Everett will become joint home manager. 





PHILA. BLUE CROSS RATES UP 


Blue Cross subscription rates in Phila- 
delphia, affecting 1,400,000 subscribers, 
have been increased an average 10%. 





Aetna Promotions 
(Continued from Page 32) 
years in evening classes at St. Ignatius 
College, San Francisco, and was admit- 


ted to the California Bar in 1927. He 
served in various divisions of the Pacific 


- department, including the fire and auto- 


mobile departments, and was appointed 
marine special agent in 1930. Mr. Col- 
lopy became superintendent of the in- 
land marine department in San Fran- 
cisco in August, 1937. A veteran of 
World War II, Mr. Collopy attended 
the naval academy at Quonsett, R. I, 
and served in the naval air force in 
Hawaii. He was discharged with the 
rank of lieutenant commander. 
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Vincent J. Armstrong 
Dies in Jacksonville 


HEADED PROMINENT AGENCY 





President of McCrory, Armstrong & 
Waters Was Executive Committeeman 
of C. & S. Agents’ ‘Association 





Vincent J. Armstrong, president of 
the McCrory, Armstrong & Waters, 
Inc., agency at Jacksonville, Fla. died 
in Duke Clinic, Jacksonville, June 10. 
He was in his 55th year. 

Mr. Armstrong had been associated 
with the agency for 36 years, having 
joined it in 1913, the year after it was 
founded by the late W. Malcolm Mc- 
Crory, and was second in command to 
Mr. McCrory through the various stages 
of W. M. McCrory & Co., to McCrrory 
& Armstrong, Inc., to McCrory, Arm- 
strong & Waters, Inc. He became presi- 
dent of the agency on the death of Mr. 
McCrory in 1947. He was the agency’s 
specialist in marine and casualty in- 
surance, 

Mr. Armstrong was born in Jackson- 
ville August 8, 1894. He attended public 
schools there and was graduated from 
Massey Business College. He was an 
instructor in the college when he was 
approached by Mr. McCrory to join 
him in the agency which in the begin- 
ning was a combination local and gen- 
eral agency, as were many Jacksonville 
firms at that time. In 1934, the firm sold 
its interests in the general agency field 
and became strictly a local agency in 
the fire insurance field. It continued as 
general agent and Florida manager for 
the Standard Accident of Detroit and 





VINCENT J. ARMSTRONG 


for the marine department of the Royal 
Exchange. 
Did Welfare Work in World War I 

The one break in Mr. Armstrong’s 
insurance career in Jacksonville was 
during a period in World War I when 
he engaged in welfare work at Camp 
Hancock, Ga. 

Mr. Armstrong long was a leader in 
the National Association of Casualty & 
Surety Agents and for a number of 
years served on its executive committee. 

In Jacksonville, Mr. Armstrong was a 
leader in many social and civic activities. 

(Continued on Page 38) 
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Aetna C. & S. Students 
Hear C. A. O’Malley 


CLASS LED BY G. D. GARNER, JR. 


Agents From 17 States Attend 108th 
Session of Sales Course and Bene- 
fit by Five Weeks’ Training 


Charles A. O’Malley of New York, 
vice president of Lethbridge, Owens & 
Phillips, told graduates of the 108th ses- 
sion of the Aetna Casualty & Surety 
sales course that attendance at the 
school was probably “the most profit- 
able five weeks they would spend at 
any time in their careers.” 

An award winner for high scholastic 
standing at the course three years ago, 
Mr. O’Malley was the principal speaker 
at the recent dinner concluding this ses- 
sion of the course at the Hartford 
Canoe Club. Attributing much of his 
own success to the sales course train- 
ing received, he told the graduates that 
they, too, would find themselves well 
equipped to sell successfully in the gen- 
eral insurance field. 

Edward C. Knapp, secretary of the 
Aetna’s agency department, emphasized 
the need for the professional approach 
in the insurance business. He also said 
that insurance is made all the more 
interesting by the continual changes, 
which offer agents who keep abreast 
of htem unlimited opportunities, not 
only to get new business but to render 
a service to accounts already on the 
books. 





Redding Toastmaster 


Amos E. Redding, assistant secretary 
and director of the sales course, who 
served as toastmaster, emphasized the 
many opportunities for personal ad- 
vancement and _ public service and 
pointed to the records of former grad- 
uates as a measure of the success they 
could achieve. 

The class was led by G. Dean Garner, 
Jr., of Rome, Ga., who received the top 





WANTED 
Claim Attorney 


Claim man with Branch Claim Division 
managerial experience, by large mul- 
tiple line Casualty Company; about 
one-half of time will be spent travel- 
ing from home office making complete 
check of operations of Branch Claim 
Divisions; excellent future; furnish 
complete history, qualifications, age 
and references. Address: Box 1885, 
The Eastern Underwriter, 41 Maiden 
Lane, New York 7, N. Y. 














blue ribbon award for scholarship and 
tied for third in the class salesmanship 
competition. Other blue ribbon award 
winners were Louis D. Naffziger of 
Peoria, Ill., John A. Miller, Jr., of Den- 
ver, Colo., and Marlen C. Robb of Rock- 
ville Centre, N. Y., who also tied for 
third in the sales contest. 

Other gold ribbon winners in the 
salesmanship competition were Fred L. 
Hunter of Detroit, Mich. who placed 
first, and James T. Catlin, 3rd, of Dan- 
ville, Va., second. 

Represented at the 108th session of 
this course were agents from California, 
Colorado, Georgia, Illinois, Indiana, 
Iowa, Maine, Massachusetts, Mississippi, 
Michigan, New Jersey, New York, 
North Carolina, Oklahoma, Pennsyl- 
vania, Texas and Virginia. 





CHANGES IN STANDARD GROUP 
Roland G. Butler, formerly of the 
Bell Aircraft Corp., has been appointed 
claim manager for the Buffalo office of 
the Standard of Detroit Group. George 
P. Good, present manager, has been 
shifted to the Philadelphia branch. 
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Clara Baldwin Goes With 
Budlong’s Publications 


Clara Baldwin, Chicago newspaper- 
woman, author and traveler, has joined 
the. staff of R.-W:,:Budlong &. Asso- 
ciates, .Inc., New York, .publishers, of 
as ex- 


insurance and other periodicals, 


CLARA BALDWIN 


ecutive editor of, the National Insurance 
Producer and the Insurance Buyer. 

Miss Baldwin, who recently returned 
from an extensive .six months’ trip to 
Chile and Peru and the Scandinavian 
countries where she made reports on 
business methods of those countries 
representing 12 editors, including The 
Eastern Underwriter and three division 
editors of the Journal of Commerce of 
New York, visited prominent insurance 
personalities in- Latin America and 
Europe. Her writing career covers a 
period of 16 years and latterly was de- 
voted to a long list of trade publications 
includin, Display World, Department 
Store Economist, The Insurance Field, 
Modern Stationer, American Boxmaker, 
The Canner, Manufacturing Confec- 
tioner, Bakers Helper and Wood. She 
has published short stories both for 
children and adults. She attended North- 
western University, majoring in English. 

Miss Baldwin formerly conducted her 
own office. in Chicago, doing free lance 
work for a number of publications and 
is well known in the insurance business 
there. 
make her foreign tour and spent last 
winter at Biloxi and Gulfport, Miss.. to 
work on some of the material she gath- 
ered durin, the trip. She moved to New 
York this spring. 


Victor A. Trundy Dead 


Victor A. Trundy, 79, vice president 
emeritus of the American Mutual Lia- 
bility and oldest living member of that 
company died recently in Bronxville, 
N. Y., after a prolonged period of fail- 
ing health, Mr. Trundy, joined the 
American Mutual in Boston in 1889, two 
years after its inception and was active 
until 1945. He was generally regarded 
as one of the pioneers in the liability 
insurance industry in this country, and 





made many important contributions to 


its progress. 





RATES CUT IN: ARKANSAS 

A reduction in workmen’s .compensa- 
tion rates of 6.7% in Arkansas has 
been negotiated between Insurance 
Commissioner J. Herbert Graves and 
the National Council on Compensation 
Insurance after the Commissioner had 
rejected a proposal of the Council for 
a lesser reduction. The Governor stated 
the reduction will save Arkansas com- 
pensation insurance buyers $400,000 dur- 
ing the next policy year. 





She discontinued that office to. 


REPORTS ON DIEMAND TROPHY 





Cleveland in Lead at End of First Quar- 
ter in Indemnity of North America 
Contest; Detroit Is Next 

The Cleveland office of the Indemnity 
Insurance, Co. of North America was 
leading. the race for the John A. Die- 
mand Trophy at.the end of. the first 
quarter of 1949. This was announced 
by C. S. Roberts, vice president of 
Indemnity. Nolan S. Pierce was man- 
ager of the Cleveland office until June 
1, when he’ was succeeded by Dwight 
W. Sleeper. 

Close behind’ Cleveland which fin- 
ished: third last year; was the Detroit 
office, Horace E.  Mowrey, manager, 
followed by the metropolitan Philadel- 
phia department, Dodd Bryan, manager, 
which ran sixth last year. Philadelphia 
won permanent possession of the first 
Diemand Trophy by winning it three 
times. 

The Harrisburg office, E. A. Town, 
manager which ran fifth last year and 
was a two-time winner of the trophy, 
was close behind Philadelphia, with the 
Washington, D. C. office in fifth place. 
Washington finished fourth last year. 

The trophy is a silver plaque awarded 
each year to the Indemnity office show- 
ing the best all-around record for excel- 
lence of operation, especially in service 
to agents. 





HETERICH NAMED TO FIELD 

Frank Heterich has been appointed 
special agent for multiple lines in. the 
Philadelphia branch office of the Gen- 
eral Accident. and Potomac Insurance 
Cos. He started with the Potomac as 
an underwriter in the inland marine 
department, and has completed training 
courses in fire underwriting and loss de- 
partments and in all of the underwriting 
divisions of the General Accident. 


MORE AUTO RATES REVISED 








National Bureau Announces Revisions 
in Arizona, Idaho, Montana, Nevada 
and West Virginia: 

The National Bureau of Casualty Un- 
derwriters announces a revision of auto- 
mobile liability insurance rates for the 
states of Arizona, Idaho, Montana, 
Nevada, Utah and West Virginia. This 
is in conformity with a countrywide pro- 
gram of the National Bureau to bring 
about a realignment of rates by states 
and by territories within states in ac- 
cordance with the most recent available 

experience. 

The coverages affected and the aver- 
statewide 
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CAN YOUR CLIENT FINANCE 


A SUDDEN ACCIDENT OR 
ILLNESS? 


YES, HE CAN, PROVIDED HE SECURES A 


NEW AMSTERDAM CASUALTY COMPANY 
ACCIDENT & HEALTH POLICY. 


SHOW HIM HOW TO OBTAIN ITi!! 
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NEW YORK 





Revised Figures for Aetna Casualty & Surety 


The New York State premium and loss figures for 1948 of the. Aetna Casualty & 
Surety, published in our June 17 issue, part IT, have been revised by ‘that company and 
the following are the correct figures by lines: 


Accident 
Health 


Group Accident and Health.............. 


Auto Liability 


Liability other (than auto... 5.00544... 


Workmen’s Comp. 


BRIONEY «5 sbce does cass Aieisiecoliee Wi gha/siprtain scenes 


Surety 


Auto Collision 


P. D. & Collision—Not Auto........... 


Credit 
Sprinkler 
All Other 


a 
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BUPRIA CY. QING «ABR sO sivcnca dissec eters ceases 
Berer and Machinery. «. 6. ites cjsc9.0 6 svsfare 
PATE. GEOR, SIOMIABE 5 <.5. 6-5. vias as oes wero 


Premiums Losses Incurred Loss 








Earned toPrem.Earned Ratio 
$23,002 $50 gis 
tee. 4,539,188 2,536,825 55.9% 
2,265,421 1,274,659 56.3 
6,212,853 848,809 45.8 
BOE 453,541 177,987 39.2 
505,710 388,105 76.7 
233,916 90,839 38.8 
867,064 397,573 45.9 
5,571 358 6.4 
1 670, 615 ~~ 48.1 
ee ie eee —2 sh ate 
196,439 72,253 36.8 
| a oe 37.5 
$17,526,971 $8,798,129 50.0% 





JOINS AMERICAN-ASSOCIATED 


Russell C. Steen has been named un- 
derwriting manager at American-Associ- 
ated Insurance Co.’s Minneapolis branch 
office. Formerly he was superintendent 
of the casualty department of the Fi- 
delity & Casualty Co. at Minneapolis. 





age percentage changes in 
rate levels are as follows: 
PRIVATE PASSENGER COMMERCIAL 
Bodily Injury Property Damage Bodily Injury Property Damage 

State Liability Liability Liability Liability 
ee +13.5% — 2.7% +14.49% +11.3% 
MDG Ghia eaeeScan' es — 7.0 — 5.8 No change — 7.1 
PER on sip nies ns —15.0 +17.2 — 0.9 +13.1 
(OS ey ee — 5.4 No change No change +27.3 
US RS eee +13.8 No change + 5.8 +14.9 
West Virginia ....... — 34 +11.9 + 4.8 +27.5 








ACCIDENT 
HEALTH 





NATIONAL ACCIDENT & HEALTH 
INSURANCE COMPANY 


OF PHILADELPHIA 


Specializes in 


ALL PREMIUM PAYMENT PLANS 
inf . 
HOME OFFICE: 242-244 So. 8th St., Philadelphia 7 





Forty-five Years of Faithful Service 


onal 


HOSPITAL AND 
FUNERAL BENEFIT 
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E. H. Westwick Speaker at 
Chicago Casualty Assn. Meet 


Emerson H. Westwick, manager, acci- 
dent prevention bureau of the Associa- 
tion of Casualty & Surety Companies 
and formerly captain of the Illinois state 
police in charge of accident prevention, 
was the principal speaker at the lunch- 
eon meeting of the Casualty Underwrit- 
ers Association of Chicago, June 23, in 
the Engineers Club. He spoke on what 
the bureau is doing to reduce accidents 
and loss ratios. 

This was the association’s first meet- 
ing of. the new fiscal year, and R. 
M. Toelle of the American Foreign 
Insurance Association, the. new presi- 
dent, presided. 

The new vice presidents installed are: 
G. N. Morrissey, Hartford, Accident, 
programs; Richard Gilmore, Ohio Casu- 
alty, arrangements; William Fee, Em- 
ployers Reinsurance, membership; treas- 
urer, Norman Laibly, United National 
Indemnity; secretary, Harold L. Bred- 
berg, National Service & Appraisal. 





Vincent Armstrong Dies 
(Continued from Page 37) 


He belonged .ta the Knights of Colum- 
bus, Elks and Blue Goose; was treas- 
urer of the Associated Industries of 
Florida and a: member.-of' the Florida 
Yacht Club and the Jacksonville Cham- 
ber of Commerce. 

Surviving Mr. Armstrong are his wife 


.and two daughters. 
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June 24, 1949 


Oe 50th Year 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 


* 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


ORGANIZED 1853 


* 


NATIONAL—BEN FRANKLIN FIRE INSURANCE COMPANY of Pittsburgh, Pa. 


ORGANIZED 1866 


w 


THE CONCORDIA FIRE INSURANCE COMPANY Of MILWAUKEE 


ORGANIZED 1870 


Ww 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


ORGANIZED 1852 


Ww 


ROYAL PLATE GLASS AND GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


Ww 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 P 


w 


COMMERCIAL CASUALTY INSURANCE COMPANY 


ORGANIZED 1909 


ww 


PITTSBURGH UNDERWRITERS - KEYSTONE UNDERWRITERS 


OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Western Department: 120 South La Salle Street, Chicago 3, Ill. 
Southwestern Department: 912 Commerce St:, Dallas 2, Tex. 


Foreign Departments: 111 John Street, New York 7, New York 
206 Sansome St., San Francisco 4, Calif. 


Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 





























GROUP PENSIONS 





@ Favorable Rates 


@ Complete Service and Information 


for Employers 


@ Real Assistance to Brokers 


and Agents 
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GROUP ANNUITY DIVISION 


THE TRAVELERS INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


























